Che feed 


A New Era 


This new year will be the most 
progressive in the history of the 
feed industry. We have passed 
the period of readjustment, which 
followed the war, and all factors 
in the trade are operating on a 
sound, economical basis. Man- 
ufacturers are producing proven, 
quality feeds and co-operating 
for results with the consumers 


and dealers. Retailers are giving 
their patrons real service which i, 
_ extends far beyond the doors of 
their stores. Consumers are feed- 
ing for results and generally are 


financially able to buy and pay Ba ay a 
cash for better feeds. How much 


profit will you make during this +> te 
new era in the feed business? 


It’s up to you. 
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Quality and 


ata 


Reasonable Price 


Form an Unbeatable Combination 


MINNEAPOLIS MILLING CO. 


INNEAPOLIS, MINN. 


904-908 FLOUR EXCHANGE 
PHONE ATLANTIC 0146 


OUR WISCONSIN REPRESENTATIVES 
WILL GLADLY SERVE YOU 


W. H. MANN, Oconto, Wis. 

©. E. ROOTH, Minneapolis, Minn. 

L. D. CRANE, Chippewa Falls, Wis. 

J. S. DOUSMAN, Antlers Hotel, 
Milwaukee 
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This Service Is Valuable 
To You—Use It! 


IKE a well-filled pantry serves a kitchen, the vast complete stocks of 
Strong-Scott serve the elevators and mills of the Northwest. 


Whatever you need is quickly ordered through our supply catalog—and quickly 
shipped by our experienced organization. This service is valuable—because it is de- 
pendable. Use it. 


Superior D. P. Cups Increase Elevator Capacity 


Without changing anything but the cups you can increase your 
elevator capacity 20%. Superior D. P. Cups can be placed closer on 
the belt. They discharge perfectly. USE THESE BETTER CUPS. 


Ghe Strong-Scott Co. 


Minneapolis Minn. Great Falls Mont. 
In Canada: The Strong-Scott Mfg.Co.Ltd_Winnipeg OT) 


CORN 


Every feeder needs corn and dealers can 
make real money handling our choice old and 
new corn this year. We have good corn avail- 
able for immediate and deferred shipment now. 
Good corn is scarce this season. Write for 
samples and prices. 


FROEDTERT GRAIN & MALTING CO. 


MILWAUKEE and MINNEAPOLIS 


Operating Elevators At 
MILWAUKEE, MINNEAPOLIS, TELEPHONE 
WINONA and RED WING, MINN. BROADWAY 5600, MILWAUKEE 
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Save 
Money 


We offer the 

Lowest Prices 

Consistent 

with 

Good Service 


Large Warehouse 
Facilities And 
Complete Stocks 
Enable Us To 
Excell In 

Prompt Shipment 
Of All Grades Of 
Mill Feeds 

Either Straight or 
Mixed Cars 


Take advantage of the large 
and efficient E. S. Woodworth 
& Co. organization. With 
our elevator, warehouse, com- 
petent men in every depart- 
ment on the Chamber of Com- 


- merce trading floor, intimate 


association with mills both local 
and outside of Minneapolis, no 
firm can serve you better. 


We Would Be 
Pleased To 
Serve You 


Woodworth 
Company 


BUY THE BEST 


DAIRY FEED 


16% Protein 
“The Old Reliable 16% Feed” 


AND 


Full Line Arcady Wonder Feeds 


MADE BY 


_ARCADY FARMS MILLING COMPANY | 
CHICAGO, ILL. 


SOLD BY ALL GOOD DEALERS 


my, 
/ 


There is something in the 
Mash that makes Big Egg 


Production. Dealers are 
getting repeated orders. 


Hales Buttermilk Egg Mash 
is free of all Dusty Materials. 
It is made fresh daily. 


When you are in Milwaukee 
with your truck, take back a 
few bags for a trial. 


Our mill is in the center of the 
city—in the wholesale district. 


HALES MILLING CO. 


Ist Ave. Viaduct and Lake St. 


MILWAUKEE 


Phone Hanover 973 
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Mr. Feed Dealer! Double Y our Sales 
And Double Net Proftts 


Two Plus Two Equals Six, That’s Rapid Turnover’s Arithmetic 
Most Stores Could Handle Greater Volume For Same Low Overhead 


HEN a feed dealer doubles 

V \ his sales he more than doubles 

his net profits. This is true 
because it is usually possible to handle 
twice as much feed without much in- 
crease in the overhead expense. 

One dealer increased his net profits 
344.9 per cent by increasing his volume 
41 per cent. Seems impossible, doesn’t 
it; yet here are the figures. Dealer 
“A” was selling 53 tons per month on 
which he was making a net profit of 
87 cents per ton. This net profit may 
seem low to you but it is about what 
the majority of feed dealers are mak- 
ing; especially those who have not 
solved the problem of how to get rapid 
turn-over. 

Dealer “A” Gets Busy 

Dealer “A’s” net profit each month 
after paying the manager of the store, 
rent, etc., was $46.11. Then he got 
busy, tied in with the national adver- 
tising of the company he represented, 
did some local advertising on his own 
hook, mailed out some letters and did 
some consumer work. He increased 
his tonnage to 75 tons per month in- 
stead of 53 tons at practically no in- 
crease in his over-head expense. 

Now here is what happened: 

Cost of handling 53 tons—$448.20 or 
$8.45 per ton. Net profit 87 cents per 
ton. 

Cost of handling 75 tons—$475.00 or 
$6.32 per ton. Net profit $3.00 per ton. 

The net profit is arrived at by adding 
the 87 cents which is constant to the 
$2.13 difference in the cost of handling 
saved due to increased volume. Once 
a feed dealer realizes that a little local 
advertising and personal push means 
more sales, more volume and more net 
Pptofit per ton he is on the high road 
to success. — 


The first step any feed dealer should 
take to put his business on a more pro- 
fitable basis is to know his costs. It 
is surprising how few dealers really 
know how much it costs them to do 
business and on which grains or feeds 


HIS is the first of a series 
: of articles on “Better 
- Merchandising for the Re- 
tail Feed Dealer” which have 
been prepared for and at the re- 
quest of The Feed Bag by exec- 
utives at the offices of the Purina 
Mills, St. Louis. We are mighty 
glad to be able to present these 
articles to our readers as they 
will include much of the ad- 
vanced thought on feed merch- 
andising which the Purina organ- 
ization has secured as the result 
of years of research and actual 
field work. The second article 
will appear in an early issue and 
will tell how some dealers have 
increased their sales. 


they make the most money. - 

One dealer sold a ton of middlings 
for $36.00. Middlings cost him $30.00. 
Then he kidded himself into believing 
his net profit on the deal was $6.00 
because he didn’t have to store the feed 
and the delivery man was on the job 
anyhow. As a matter of fact he made 
10 cents per ton net profit on the mid- 


dlings as his over-head was rather™ 


high and he handled mostly straight 
grains on which he had little control 
of the sale price. 
It’s Easy to Figure Costs 
And really it isn’t hard to figure 
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your costs. The total amount you pay 
for grains and feeds subtracted from 
the total of your sales gives your gross 
profit. This figure divided by the num- 
ber of tons you sold gives your gross 
profit per ton. 

Now add up all your operating costs. 
Include the salary of the store mana- 
ger or put down a fair amount for this 
item if you manage the store yourself. 
Put in rent, heat, light, wages, delivery 
costs and all other items which are 
directly chargeable to your feed busi- 
ness. This gives your over-head and 
should be subtracted from your gross 
profit. The resulting figure is your 
NET PROFIT. Divide your total net 
profit by the number of tons handled 
and you get NET PROFIT PER 
TON. 

When a dealer knows his cost it is 
easy for him to specialize on those 
grains and feeds which show him the 
most profit. By building up sales on 
the profitable lines he jumps up his 
net profit by leaps and bounds. 


REITMANN-DAVIS MILL CO. 
has succeeded the Crawford-Reitmann 
Mill Co. at Galesville, Wis. 


JOHN HEIDT, of Friesland, Wis., 
for many years associated with Mr. 
Rhode of the Universal Produce Co., 
Augusta, Wis., in the Rhode & Heidt 
Co., of Friesland, died at his home. 


T. H. MAIR, of Morrisonville, Wis., 
has been confined to his home by ill- 
ness for several weeks. 


F. E. PARKER, of the Fennimore 
Farmers Warehouse Co., made a hur- 
ried trip to Canada. Wonder what 
he saw. 
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WISCONSIN SILOS now hold 
about $40,000,000 worth of feed, ac- 
cording to estimates by P. E. McNall 
and W. A. Hartman of the Wisconsin 


Experimental Station. The men esti- 
mate the feed valued at $4.50 per ton 
with about 8,800,000 tons stored, fig- 
uring an exact value of $49,600,000. 


A. S. TIFFANY of Madison, dean 
of Wisconsin flour salesmen, is again 
selling the White Swan flour of the 
Springfield Milling Co, Springfield, 
Minn. Art represented the Springfield 
Milling Co., for approximately 32 years 
prior to his retirement two years ago. 
He couldn’t keep away any longer and 
F. A. Ruenitz, president of the Spring- 
field Milling Co., is glad of it. 


PILLSBURY ANNUAL REPORT 

The Pillsbury Flour Mills Company, 
Inc., Minneapolis, recently made pub- 
lic its annual financial report. It 
showed, for the year ended June 30, 
1926, net income of the company and 
its subsidiaries of $1,211,300 after de- 
preciation, interest, Federal taxes, etc. 
This is equivalent to $6.34 a share (par 
$50) earned on. outstanding 190,907 
shares of stock, compared with $1,086,- 
964, or $5.69 a share in the previous 


JBLUE RIBBON 


H. Deutsch and O. Sickert 
Are Partners Again 


Herman Deutsch has again joined 
the firm of Deutsch & Sickert Co., 
shippers and exporters of grain, feed 
and hay at Milwaukee, and the per- 
sonnel of the firm is again on the 
same basis as previous to January 1, 
1926. 

The Deutsch & Sickert Co. was or- 
ganized by Mr. Deutsch and O. R. 
Sickert, more than twenty-five years 
ago and the two men were associated 
in business together during all that 
period except in 1926 when Mr. 
Deutsch resigned and became.manager 
of the feed department of the Buerger 
Commission Co., also at Milwaukee. 

Under the new arrangement, which 
became effective the first of the year, 
Mr. Deutsch will handle the feed de- 


partment, Mr. Sickert the grain de- 
partment and B. J. Krieg the hay de- 
partment. 

Staley’s corn gluten feed and other 
products of the A. E. Staley Manu- 
facturing Co:, Decatur, Ill., which Mr. 
Deutsch handled while with the Buer- 
ger Commission Co., will now be han- 
dled by the Deutsch & Sickert Co., 
under Mr. Deutsch’s personal direc- 
tion. 

Josef Mueller, president of the Buer- 
ger Commission Co., has announced 
no successor to Mr. Deutsch as man- 
ager of his feed department. 


KURTIS R. FROEDTERT, presi- 
dent of the Froedtert Grain & Malting 
Co., Milwaukee, and his bride, former- 
ly Miss Mary Helf of Milwaukee, are 
on a honeymoon trip ta South Ameri- 


ca. 


Sample Grain, Screenings, Etc. 
MILWAUKEE, WISCONSIN. 


A Good COLD WEATHER Feed 


The average of laboratory 
tests for this season show 
actual Fat Analysis 7.2% 


That assures good condition of the 
dairy herd for winter production. i 
The Molasses helps too because i 
the cows drink more water when i) 


fed BLUE RIBBON. 


BROOKS MILLING COMPANY 


MINNESOTA i 


NORTHERN MILLING COMPANY i 
WAUSAU WISCONSIN | 
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Hard Work Needed To Win Success 
Predicted For This Year 


Don't Rely On Sugary Forecasts But Prepare For Strenuous Efforts 
The Feed Bag Offers Suggestions To All Dealers Who Seek Prosperity 


By David K. Steenbergh 


EWSPAPERS, magazines, and 
N it seems all people everywhere, 

are full of sugary forecasts of 
what 1927 will bring. We are told of 
the huge profits which several of the 
larger corporations have made during 
the past year. We are reminded of 
the high prevailing prices of butter, 
eggs and cheese. Business is good, 
our informers say, this new year wiil 
bring more prosperity to America. 

We would like to believe all these 
good things we hear. We sincerely 
hope they are true but, at the same 
time, we are willing to bet our old 
straw hat that none of us will be able 
to loaf lazily along and wait for this 
wave of prosperity to embrace us. On 
the other hand, we believe it will be 
necessary to buckle down to strenu- 
ous efforts if we are even to keep up 
the pace set in 1926. 

Never “Give Up the Ship” 

How, then, should we face the new 
year? 

First, we all ought to make and 
maintain a strong resolution to never 
“sive up the ship’—to keep going and 
giving the best we have in us no mat- 
ter what disappointments may over- 
take us. We must resolve to maintain 
unconquerable courage. 

We have a good friend who is a 
salesman for a Chicago feed manu- 
facturer. He is a good salesman and 
has lots of ability but a record of his 
sales over the period of a year would 
show that he is good one week and 
poor the next. 

Internal Strength Needed 

Our salesman friend realizes this 
fact but explains his record by saying 
that when his initial sales are good on 
Monday he keeps his record good 
throughout the week but when he 
starts off poorly he gets discouraged 
and subsequent sales are few and far 
between. For this reason, he often 
complains about his job, although he 
receives a very favorable salary. 

We predict that this man will sell 
less feed in 1927 unless he forces him- 
self to acquire more internal strength, 
more backbone and more bulldog de- 
termination. These qualities will be 
more essential than ever before, if we 
are to attain that prosperity which has 


been predicted for us this year. 
Let’s All Cultivate Cheerfulness 
Second, we all ought to make a 
strong resolution to get the smiling 
habit and always look on the bright 
side of things. We must cultivate 


HE FEED BAG rejoices 
(a at this opportunity to 

wish all its readers a hap- 
py and most prosperous New 
Year. While, in truth, we do not 
feel that 1927 will be a good 
year for industry generally, we 
have confidence that the situa- 
tion will be very favorable with 
respect to the feed trade. Let’s 
all work hard to make 1927 the 
most prosperous as well as the 
most progressive year in the 
history of the feed industry. 


cheerfulness. When things go wrong, 
most of us are too prone to make mar- 
tyrs of ourselves. We acquire a per- 
verted sense of our relative import- 
ance. No matter how dark any situa- 
tion may look to us, if we look at our- 
self, seeing the entire world in the 
background, the condition will not ap- 
pear so bad. This is God’s world and 
it is right. 

Third, we all ought to make a strong 
resolution to do more thinking. Most 


-of us, who are in positions of respon- 


sibility, altogether too soon begin to 
take it for granted that everything we 
are doing and everything that is done 
around us is being done in the best 
possible way. Usually we are far from 
perfect.: There is a better way to da 
almost everything. Let’s try to find 
that better way. Let’s not be afraid 
to think, to suggest, to experiment, to 
be original. 
Mix With Your Neighbors 

Fourth, we all ought to make a 
strong resolution to rub our elbows 
and shoulders with other people to a 
greater extent than ever before. We 
ought to seek this contact; through 
reading newspapers, 
good books as well as in person. We 
ought to look ahead and plan each day 
with the idea of cutting out the “blue 
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“Wis., at the age of 94 years. 


magazines and 


stripes” and the wasting of time of 
which we all are guilty. Some of us 
need to devote more time to play and 
when we play we must do nothing but 
play. This will enable us to work 
all the harder when we work. 

Fifth and last, we must all make 
a strong resolution to have faith. Ab- 
solute faith, when rightly placed, is the 
greatest thing in all the world. When 
we are conscious we are doing our 
best, we must have faith in ourselves, 
faith in the people about us, faith in 
the law of compensation, faith in the 
eternal right, faith that we are on the 
right track. If we have faith,- and 
combine that faith with enduring cour- 
age, hard work, cheerfulness, and 
clear thinking—1927 should indeed be 
a prosperous year for all of us. 


J. W. MEADOWS has installed a 
modern feed mill at Kellerton, Ia. 


B. GEHRMAN has opened a whole- 
sale flour and feed business at Altoona, 
Iowa. 


WILLIE C. RHODE, manager of 
the Universal Produce Co., feed deal- 
ers at Dalton, Wis., reports that his 
firm is installing a new electric feed 
mill at their warehouse. 


W. A. MANEY, president and treas- 
urer of Maney Bros. Mill & Elevator 
Co., Minneapolis, Minn., announces 
that his firm has built a new ware- 
house adjoining the mill and elevator. 
This adds a capacity of 25 to 35 car- 
loads of feed. The company, in addi- 
tion to manufacturing millfeeds, is also 
a wholesale mixed carlot distributor 
of dairy and poultry feeds. 


GEORGE W. CROCKER, who 
erected and operated one of the first 
flour mills in Minneapolis, died late in 
November at his home in Wauwatosa, 
Mr. 
Crocker purchased an interest in the 
government mill at St. Anthony Falls, 
Minn., in 1885, and later built and op- 
erated his own mill at Minneapolis. 
The Minneapolis mill is still operated 
by the Washburn-Crosby Co. 
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Two More Feed Dealers 
Adopt Cash Policy 


AST month we took our hats 
* off to Jule Moyer, feed dealer 
at Lodi, Wis., who discontinued 

his charge accounts and decided to do 
business on a strictly cash basis, ef- 
fective November 1, 1926. This month 
we are glad to say two more Wiscon- 
sin feed dealers have joined the ranks 
of Business Men of the Feed Industry. 
The two new firms to change from 
a credit to a cash business are the 
Oconto Milling Co., Oconto, Wis., and 
the Fred Eckhart Co., Viroqua, Wis. 
Both of these firms have written noti- 


fying The Feed Bag of the change and 
the letters are reprinted herewith. 


Oconto Milling Co. 

S. A. La Violette, manager of the 
Oconto Milling Co., advised The Feed 
Bag of his change in a letter dated 
December 17, 1926, as follows: 


“David K. Steenbergh, 
“Editor of The Feed Bag, 
“Milwaukee, Wis. 
“Dear Editor: 

“We have just mailed out notices 
to all our customers that after January 
1, 1927 we will conduct a strictly cash 


W the early nineties, when few were realizing 
the value of properly balanced rations, the Pu- 
rina Mills were advocating and making them. 
Purina has always been a pioneer. And now 
Purina dealers are reaping the harvest of that 
pioneer work. Because Purina Chows are of 
such quality that they are lowering the cost of 
production for farmers and dairymen the country 
over, the sales of Purina Chows have grown and 
are still growing at a tremendous rate. The 
Purina account isa mighty profitable one! 


PURINA MILts = 


ST.LOUIS NASHVILLE BUFFALO E.ST.LOUIS MINNEAPOLIS KANSAS CITY FORT WORTH 
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business. 


“A credit business in flour and feed 
is no good to the customer or either 
to the dealer. 

“We checked up on our sales and 
find that the cash customer has been 
our biggest buyer. 

“We expect to lose some business 
until the farmer and laborer get their 
first pay check then we will get the 
business because we will have to sell 
cheaper until our competitor adopts 
the same system. 

“Now is a good time to make the 
change; feed is cheap and milk is a 
good price. 

“Respectfully, 
“Oconto Milling Co.. 
“S. A. La Violette” 

Fred E. Dyson, of The Fred Eckhart 
Co. advised The Feed Bag of a change 
at his firm in a letter dated January 5, 
1927. Mr. Dyson also inclosed a copy 
of the notice of the change which was 
mailed out to the trade and both of 
his letters follow: 


“David K. Steenbergh, 
“Editor of The Feed Bag, 


“Milwaukee, Wis. 


“Dear Sir: 


“Am inclosing circular letter that I 
thought you might be interested in. 

“We mailed out about twelve hun- 
dred of these to our trade, and the re- 
sponse so far is very favorable. 


“Yours very truly, 
“The Fred Eckhart Company, 
“Fred E. Dyson” 


The letter announcing the change to 
the trade was dated January 3, 1927. 


“Our practice of doing business in 
the past was upon a credit basis. Many 
times during these years we have car- 
ried book accounts wherein the total 
amounted to about one hundred thou- 
sand dollars, and in the past four years, 
these accounts have never been under 
eighty thousand dollars. 

“This was a tremendous load for us 
to carry, but knowing the conditions. 
as we did, there was no other way but 
to follow this course, and extend credit 
to all, which we did. 

“We feel now that conditions for 
the majority are righting themselves 
considerably, and that the coming years 
no doubt will be more profitable than 
those we have just passed through. 
Keeping this fact in mind we have 
decided to enteri onto a cash basis 
commencing January 3rd, 1927. 

“We are sure that by doingi a cash 
business, by turning our stock as many 
times as possible, and also reducing 
our overhead to the minimum, that we 
can save the farmer considerable 
money in his purchases, and this is 
our purpose.” 


Needless to say we are mighty glad 
to add the names of the Oconto Mill- 
ing Co., and the Fred Eckhart Co. to 
the growing honor list of retail feed 
organizations which are conducting 
their businesses on a strictly cash basis 
—almost the only basis which permits 
the retail feed dealer to make a legiti- 
mate profit. 
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HAPPY The Feed Bag now rejoices at its second 
NEW YEAR opportunity to wish its many friends and 
readers a prosperous and happy New Year. 

We are making new friends every day, and even our 
old friends are still new for this publication was only started 
with the August number issued the latter part of July, 1925, 
but we have been so well received by you readers and ad- 
vertisers that we would honestly like to personally shake 
hands with each one of you. 

Eighteen months ago, when we wrote our first edi- 
torial, we commented on the fact that, as “The Dealers’ 
Paper’, The Feed Bag was entering an uncrowded, unde- 
veloped non-competitive field and made the following 
pledge: 

“We pledge you, Mr. Dealer Reader, that The Feed 
Bag is not and never will be the organ of any jobber, man- 
ufacturer, miller or group of the same. Its sole interests 
are in the dealer. The Feed Bag is and will always be edit- 
ed as a dealer organ—dedicated to the service of the dealers 
as a group in the belief that when the group is served so 
are the individuals comprising it.” 

Have we kept faith? We believe we have and your 
many letters testify that we have served you and that you 
appreciate this fact. So, now, we reiterate our pledge. This 
year we will earnestly strive to be of even greater service 
to you. May our friendship ripen and find greater expres- 
sion in the months to come. 


MORE PAGES This issue of The Feed Bag is the 
IN YOUR PAPER first number of our volume three and 

the eighteenth consecutive issue since 
publication was started in August, 1925. 

There were twenty-six advertisers in the first number 
of The Feed Bag and the issue included twenty-four pages. 
Since that time we have made gradual additions and im- 
provements to the publication and the issue you are now 
reading has eighty-eight advertisers and thirty-six pages. 
It is the largest issue, in number of pages and number of 
advertisers, published to date. 

During the eighteen months which The Feed Bag has 
served as “The Dealers’ Paper of the Feed Industry” we 
have been able to increase our guaranteed circulation from 
fifteen hundred to twenty-five hundred copies per month. 
The original intention was to serve only the dealers in Wis- 
consin and immediate sections of adjoining’ states but The 
Feed Bag is now read every month by practically every 
responsible retail feed and allied products dealer in the two 
great dairying and feed consuming sections of the United 
States—the East and’ Central Northwest. 

Simultaneously with the increase in number of pages, 
from thirty-two to thirty-six, effective this month, The Feed 
Bag has decreased its outside page size and the weight of 
cover stock used. The paper stock used for the inside pages 
and the type page size remains unchanged jor the present. 

We have made the change in outside page size and 
weight of cover stock merely as a matter of economy—one 
way we are cutting out the “blue stripes”. It costs us two 
cents per copy per issue or a total of $50.00 per month to 
mail The Feed Bag which cost would have been increased 
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to three cents per copy, $75.00 per month, had we increased 
the number of pages without keeping down the total weight. 

We are confident that our readers and advertisers will 
appreciate the extra pages and that the new slightly smaller 
size and lighter cover stock will prove just as satisfactory 
as that used in former issues. It is our determination to 
continue serving thd interests of the retail feed dealer and, 
if we succeed as well in the future as we have in the past, 
we hope to be able to announce further additions of new 
pages and further increased circulation from time to time 
during 1927. 


JOE FREE On another page of this issue, The 
SETS THE PACE Feed Bag carries an advertisement, 

voluntarily ordered and to be paid 
for by Joe Free, retail dealer at Columbus, Wis., in which 
he extends his wish for a prosperous and happy New Year 
to all readers. 

We are not particularly interested in selling adver- 
tising to our dealer friends, but we can not refrain from ex- 
pressing our appreciation of the splendid spirit which evi- 
dently prompted Joe to order this advertisement. Joe has 
nothing to sell to or favors to ask of readers of The Feed 
Bag. Many are his direct competitors for business of the 
farmers in his territory and the great majority have no busi- 
ness contact with him whatsoever. But Joe extends best 
wishes to all alike. 

We are sure Joe Free makes no reservations, mental 
or otherwise, in wishing a prosperous and happy New Year 
to his fellow dealers. He is big enough to know that he 
and his immediate competitors comprise just a small part 
of the great feed industry and that a condition of general 
prosperity could not hurt and would undoubtedly help his 
individual business. 


Hats off to Joe Free! We second his wish with all 
our hearts. A few more Joe Frees and the feed business 
would be a better business to be engaged in. 


THINKING An old paragrapher once said: “There’s 
MAKES IT SO nothing either good or bad, but thinking 
makes it so”. This thought may be ap- 

plied to many things, including the feed business. If we 
think the business we are engaged in is the best business 
on earth, IT IS. 

Some people may ask how The Feed Bag has served. 
It has served in many ways and you, as one cf our readers 
will attest to the truth of this statement, but perhaps its 
greatest service has been to improve the psychology of the 
feed businesa and the philosophy of the feed dealer. 

Take the matter of cash vs. credit, for example. Not 
long ago, it would have been hard to find a dealer who 
would admit that any feed store could adopt a strictly cash 
policy, stick to it, and survive. Then, The Feed Bag pointed 
the way. Now, every month, we publish articles about feed 
stores, right in our neighborhood, which have discontinued 
selling for credit and adopted a strictly cash’ policy. Read 
about the Fred Eckhart Co. and the Oconto Milling Co. 
in this issue. Who will be next? 
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IN FORTY-FIVE JANUARY PAPERS 


This great educational campaign 
benefit the feed business 


ORE than 2,190,000 farmers and dairymen 

are reading about Corn Gluten Feed’s high 
protein value for any ration, based on stories of ac- 
tual experience on successful farms. 


Forty-five leading dairy, farm and agricultural col- 
lege papers tell the facts every month. 


Dairymen and producers of market milk in your 
own community are reading this Corn Gluten Feed 
' advertising. They are learning how its liberal use 
| will increase their profits. 


Here is a great educational movement that will 
benefit the dairy industry and your business. It is 
worthy of your full participation. 


Tie up with this constructive work. Not only 
will you make more money directly, but you will 
share in the benefits from helping your community — 
increase its natural wealth in an economically sound, 

i intelligent way. 


ASSOCIATED CORN PRODUCTS MANUFACTURERS 


CORN GLUTEN FEED 


American Maize Products Co., New York andChicago The Huron Milling Company, Harbor Beach, Mich. 

Anheuser-Busch, Inc., St. Louis, Mo. The Keever Starch Co., Columbus, Ohio 

Clinton Corn Syrup Refining Co., Clinton, Iowa Penick & Ford, Ltd., Inc., Cedar Rapids, Iowa 

Corn Products Refining Co., Chicago and New York Piel Bros. Starch Co., Indianapolis, Ind. 

The J. C. Hubinger Bros. Co., Keokuk, Iowa A. E. Staley Manufacturing Co., Decatur, Ill. 
Union Starch & Refining Co., Columbus, Ind. 
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Fifteen Feed Dealers Share Cash 
Awards In Gluten Contest 


M. C. Kline of Randolph, Minnesota, Wins First Prize Of $500 
Wisconsin Retailers Walk Away With All But Two Principal Places 


two located in Wisconsin, were 
awarded cash prizes totaling 
$1,900.00 in the feeding contest recent- 
ly conducted by the Associated Corn 
Products Manufacturers, makers of 
gluten feed. The con- 4 


FR toc feed dealers, all but 


classes, and although some dropped 
out before the end of the six month’s 
period, it is believed that the enter- 
prize had a wholesome effect on all 
who came in contact with it and has 
given many new herds a “taste for 


third prize, $200, William Buth, Graf- 
ton, Wis.; fourth prize, $100, G. F. 
Smith, Lake Beulah, Wis.; additional 
prizes, $50 each: Walter Ahlers, Graf- 
ton, Wis.; A. P. Anderson, Withee, 
Wis.; Arthur Cammers, Loyal, Wis.; 
Clark Co., Asylum, 


test was conducted to | 
encourage better feed- 
ing of dairy and beef 
cattle and was open to 
owners of dairy herds, 
cow testing associa- 
tions, dairy breed 
champions and own- 
ers of beef cattle herds 
as well as feed dealers. 
The total amount of 
money awarded in the 
contest was $14,025 
divided among 88 
prize winners. 


Although Wisconsin 
won thirteen of the 
dealer awards, a Min- 
nesota retailer, M. 
C. Kline, of Randolph, 
walked away with the 
first prize of $500. The 
second prize of $400 
was awarded to Horn 
Brothers, Muskego, 
Wis.; third prize of 


Third Prize Winner 
Youngster in Business 


ALPH. GUTHEILDL, _ of 

Waukesha, Wis., has been an ac- 

tive feed dealer for only fourteen 
months but in that short time he has given 
new impetus to the business his father found- 
ed many years ago and, in addition, he has | 
won the $300.00 cash prize third award for 
dealers in the feeding contest just concluded 
under the auspices of the Associated Corn 
Products Manufacturers, makers of corn glu- 
ten feed. Ralph entered the feeding con- 
test because he recognized the fact that any 
project which had as its object the enéour- 
agement of better feeding among farmers would be beneficial to 
his business and the feed trade in general. 
win, but he did fon to use his own words he “just talked it up 
to keep it moving from start to finish”. 
won any prizes,” he said, “but I believe the contest has had a 
tendency to increase sales of corn gluten feed in my territory”. 


He didn’t expect to 


“None of my customers 


Owen, Wis.; Arthur 
Cornue, Hebron, IIl.; 
H. S. Hager, Prairie 
du. Sac. Wises. 
Hines, Loyal, Wis.: 
Bert Krohn, Marsh- 
field, Wis.; Angus La- 
mont, Colby, Wis.; 
G. H. Munro, Sylva- 
nia, Pa. 


Gutheil’s, 


Cow Testing Asso- 


ciations: First prize, 
$1,500, Curtiss Cow 
Testing Association, 


Curtiss, Wis.; second 
prize, $500, Allenton- 
Kohlsville Cow Test- 
ing Association, Al- 
lenton, Wis.; third 
prize, $300, Dunn 
County No. 1 Cow 
Testing Association, 
Menomonie, Wis.; 
fourth prize, $200, Ce- 
darburg-Grafton Cow 
Testing Association, 


$300 to Ralph Gutheil, 
Waukesha, Wis., and fourth prize of 
$150 to Rusk Mercantile Co., Rusk, 
Wis. 
Eleven Prizes of $50 Each 

Additional prizes of $50 each were 
awarded to the following dealers: L. 
H. Behner, East Orwell, Ohio; Citi- 
zens Co-operative Milling Co., Thorp, 
Wis.; Farmers Co-operative Produce 
Co., Marshfield, Wis.; Holz and Swan, 
Mukwonago, Wis.; Peter Leycauf, 
Sauk City, Wis.; Loyal Elevator Co., 
Loyal, Wis.; C. J. Schmidt, Waunakee, 
Wis.; Frank Schumacher, Port Wash- 
ington, Wis.; Smith Feed Co., Bara- 
boo, Wis.; J. V. Sturner, Curtiss, Wis., 
and Martin Sandberg, Almena, Wis. 

Jay Chapin, secretary-treasurer of 
the Associated Corn Products Manu- 
facturers, reports that his organization 
is well satisfied with the results ob- 
tained through the contest. There 
were a large number of entrants in the 
contest, both in the dealer and other 


corn gluten feed”. 
Sales Basis of Awards 

“Our plan of awards to the various 
dealers,’ Mr. Chapin said in explain- 
ing the contest, “was based on com- 
pleted herd records which taken in a 
combined way showed the greatest 
number of pounds of corn gluten feed 
sold to dairy men who had_ entered 
in this contest and completed their 
records, provided of course that the 
dealer had in the beginning sent in 
his registration or application blank 
which to us was an indication that he 
intended doing his part in promoting 
interest in the contest.” 

Many dealers will be interested in 
looking for friends, neighbors, 
patrons in the following list of non- 
dealer winners in the contest: 

Dairy Cattle, individual herds: First 


‘prize, $1,000, W. J. Schimmelpfing, 


Marshfield, Wis.; second prize, $300, 
O. H. Wiedemann, Pine City, Minn.; 
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and . 


Grafton, Wis.; addi- 
tional prizes, $50 each: Alma Cen- 
ter Cow Testing Association, Alma 
Center, Wis.; Loyal Cow Testing As- 
sociation, Loyal, Wis.; Muskego-Ver- 
non Cow Testing Association, Big 
Bend, Wis.; South Dakota-Farmington 
Cow Testing Association, Farmington, 
Minn.; Thiensvile-Lakefield Cow Tes- 
ting Association, Thiensville, Wis. 


Breed Champions, pure bred or 
grade: Grand champion pure bred, 
prize $250, Herbert S. Hager, Prairie 
du Sac, Wis.; grand champion grade, 
prize $250, Martin Viste, Marshfield, 
Wis.; champion Holstein, either pure 
bred or grade, prize $100, Wallace 
Starr & Son, Richfield Springs, N. Y.; 
champion Jersey, either pure bred or 
grade, prize $100, Herbert S. Hager, 
Prairie du Sac, Wis.; champion Guern- 
sey, either pure bred or grade, prize 
$100, Angus E. Lamont, Colby, Wis.; 
champion Ayrshire, either pure bred 
or grade, prize $100, Fred W. Schroe- 
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ter, Grafton, Wis.; champion Brown 
Swiss, either pure bred or grade, prize 
$100, John Ingold, Monroe, Wis. 

Beef Cattle, herd prizes: First prize, 
$1,000, C. E. Laybourne, Springfield, 
Ohio; second prize, $500, Bert DiVall, 
Lancaster, Wis.; third prize, $300, E. 
P. Imboden, Decatur, Ill.; fourth prize, 
$200, W. A. Cutler, Clifton Hill, Mo.; 
additional prizes of $50 each: W. B. 
Austin, Janesville, Wis.; E. A. Beam- 
er, Blissfield, Mich.; G. Ray Connolly, 
Nevada, Iowa; D. R. Mallory, Hamp- 
ton, Iowa; George E. Motter, Littles- 
town, Pa.; E. Lodge Ross, Simpson, 
W. Va.; John Scholerman, Everly, 
Iowa; W. W. Shippert, Dixon, Illinois; 
Delos Mott, Hampton, Iowa. 

Judges in the contest were: Herbert 
Myrick, editor-in-chief of the New 
England Homestead, Springfield, 


Mass.; James McConnell, manager 
dairy service, Grange League Federa- 
tion, Peoria, Ill.; Clifford V. Gregory, 
editor of the Prairie Farmer, Chicago, 
Ill. Rations for dairy herds entered 
in the contest included at least 25 per 
cent corn gluten feed and the rations 
for beef cattle feed included a mini- 
mum of 15 per cent of corn gluten 
feed. 


JOHN FARLEY has opened a feed 
mill at Royalton, Wis. 


M. M. McCLONE, dealer at Bear 
Creek, Wis., and William Herbst, man- 
ager of the Elmwood Lumber & Grain 
Co., Elmwood, Wis., both got their 
bucks during the recent deer hunting 
season. Perhaps they will write us a 
letter and tell us how they did it. 


For Dumping Feed, Grain or Coal 


EIL Underneath Hand Hoist units, with body and hoist 
complete, are an inexpensive means of making your 
light duty motor truck into a labor-saving and profit-making 


dump truck. 


gravel,etc. Easy to mount. 


Ideal for hauling feed, grain, coal, sand, 
Ready for immediate delivery. 


Send for Bulletin 161 and Prices. 


HEIL. 


1345 Montana Ave. 


Milwaukee, Wis. 


Factory Branches: Chicago, Boston, Philadelphia, New York 
Mfgrs. Steel Dump Bodies, Truck Hoists and Steel Tanks 
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Eastern Federation Dealers 
Meet, February 22-23 


The Feed Bag is unable to secure 
the program for the mid-winter con- 
vention of the Eastern Federation of 
Feed Merchants,-for this issue, inas- 
much as there are still a few finishing 
touches to be placed before it is ready 
for publication. 

The convention will be held in Bing- 
hampton, in the Hotel Arlington, Feb- 
ruary 22 and’ 23. The Binghampton 
Chamber of Commerce and the Bing- 
hampton Grain and Feed Dealers’ As- 
sociation will co-operate with officials 
of the feed merchants’ association in 
making the convention interesting and 
helpful to the merchant. 

W. A. Stannard, secretary of the 
Eastern Federation, said that it is ex- 
pected many dealers will be accom- 
panied by their wives, and acquaint- 
ances formed among the ladies at the 
Buffalo meeting will be renewed in 
Binghampton. 


MAX COHN, head of ‘the Sunset 
Feed and Grain Co., Buffalo, has re- 
turned to his office after an attack of 
grippe. 


CHARLES PETILLON, manager 
of the field department of the Harvey 
Seed Co., dealers in seed and feed, 
Buffalo, N. Y., is recovering from 
painful injuries received early in De- 
cember when he was struck by an 
automobile. He suffered a fractured 
arm, severe cuts about the head and 
face, and was badly shaken up. He 
expects to be back in the trade how- 
ever, within the next six weeks. 


MISS AILENE VENHERM 


The feed trade of the eastern sec- 
tion is extending sympathy to Harold 
Venherm, assistant to the manager of 
the Buffalo office of Pillsbury Flour 
Mills Co. His holiday season was sad- 
dened through the death of his nine- 
year-old daughter, Ailene, who, until 
a few days before her death, was ap- 
parently in excellent health. 


MUTUAL MILLERS’ MEETING 

The Mutual Millers’ Association of 
Western New York will meet in Buf- 
falo, January 18, during the week of 
the Buffalo automobile show. The 
program committee took into consid- 
eration the convenience of those pros- 
perous dealers of 1926 who must see 
the best on the market when picking 
their new car, when the date for the 
January meeting was set. 
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Old Grist Mills Of New England 
Have Endurance Record 


Many Standing After Centuries Of Service To Their Communities 
Milling Business Helped Establish Our Modern American Nation 


By J. Livingston Wright 


powerful machinery, and the 
endurance of building  struc- 
tures the ancient grist mills of the east- 
ern part of the United States stand as 
truly amazing monuments. 
Maine has a grist mill that has been 
running for 177 years and is still in 
operation. The Old Stone Tower at 


A MID present-day boasts about 


Newport, R. I. still stands and yet is 


se ancient that archaeologists are dis- 
posed to think it may date back 
even to the visit of Leif Ericson and 
his Vikings. 

‘Old Tower at Boston 

The 600 and more acres of the Bos- 
ton children’s and parents’ playground, 
Franklin Park, made out of some great 
farms, has a tower of the identical pat- 
tern of Newport’s and many scientists 
believe it to have really antedated the 
Pilgrims of 1620 by perhaps centuries! 

These buildings are referred to in 
time-yellowed deeds and wills as “my 
old stone mill’, “my old windmill”, 
etc. But almost no document records 
“IT built this mill’. 

Similar Structures in Europe 

Thus archaeologists go to northern 
Europe for their thunder and cite that 
Denmark, Norway, Sweden and their 
neighbor nations have structures of 
this type known to be hundreds of 
years old. They are round or octago- 
nal and thirty to fifty feet in height, 
with six or eight pillars formed out of 
the wall itself. 

Henry Ford, to his great estate at 
South Sudbury, which includes the 
famous Wayside Inn and other homes 
almost as noted, has brought several 
of the old grist mills of New England 
and has one of them running after its 
exact fashion of the original site. 

Near Southport, Conn., an ancient 
grist mill is used as a tea room and its 
proprietors feel that they have about 
the most unique institution of the kind 
in existance! 

Monument of Mill Stones 

Out at Warwick, Mass., the village 
has taken the great, stones of the 
town’s historic grist mill, moved them 
to the public square, and cemented 
them together as a monument. These 
grain grinders are six feet across and 
eighteen inches thick. 


Down in Virginia is a grist mill that 
is still doing business, although it has 
an unpaid bill for grinding food for 
Washington’s army 
Revolutionary War. 
this structure put together that it is 
good for service, apparently, for gen- 
erations to come. 

Blacksmith Shops Came First 

The grist mill was as necessary to 
the pioneer and colonial settlers as 
the blacksmith shop. When three or 
four first-settling families got within 
five or ten miles of one another, about 
the first work the blacksmith was 
sought to do, after he attended to re- 
pairs on the flintlock rifle, axe and 
hunting knife or shoeing the horses 
and oxen, was ironwork for the grist 


So staunchly was 


The ruins of the celebrated old How- 
lett mill at Saugus, Mass., recall a 
structure that figured in the affairs of 
the famous Saugus Ironworks, the first 
successful ironworks in America. There 
had been an effort in Virginia, ere this 
Saugus venture of 1638, but it was 
destroyed by the Indians, after a brief 
business experience. 

“First” Mill in 1628 

It is claimed that the first grist mill 
of the pilgrim and puritan days was 
erected in Watertown, Mass., in 1628, 
only eight years after the pilgrims had 
landed at Plymouth. 
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Old Howlett Mill of Massachusetts, Mecca of Tourists 


England’s earliest water-power mill 
was put up, on the Dorchester side of 
Neponset (Mass.). 

By the 1650’s New England was not 
only grinding foodstuffs sufficient for 
her-own consumption but was export- 
ing large quantities to Europe. 

Mills Move Toward West 

The great modern flour-mills of the 
west which turn out their 15,000 bar- 
rels a day, have risen from the neces- 
sity and inspiration of the pioneer and 
colonial grist mills. In the south, Dela- 
ware first became noted in the colonies 
for milling. Later, Maryland passed 
her in volume of business. 

Steadily, with the opening up of 
new territory by such men as Daniel 
Boone and George Rogers Clark, the 
flour-milling business headed toward 
the west and finally anchored in Min- 
neapolis where it seems destined to 
remain for a long, long while. 

The old grist mill at last, became a 
lone patriarch, left to gradual decay, 
after having been, for generations, the 
veritable staff of life in community 
business. 

Now, after generations of idleness, 
the old grist mill is again being sought 
out as a picturesque headquarters of 
autoists who desire lunch or purch- 
ase village souvenirs. But its honors 
do not stop here. Men like Ford, 
Huntington, Gannet and others are 
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doing wonderful work in restoring the 
old grist mills and other industrial 
landmarks and bringing them back to 
attention and respect. 

Indeed, any American who is “in 
the milling business” can “point with 
pride” to his calling, for it was as truly 
helpful in the foundation of the nation 
as were the rifle and the axe. 


OLAF MEYER, formerly of Flax- 
ton, N. D., is manager of the re-opened 
roller milf at Fero, N. D. 


J. €. ZIMMERMAN is proprietor 
ot the New Custom Mill & Elevator 
which recently opened for business at 
501-503 North Morris avenue, Bloom- 
ington, IIl. 


Martin Calf Feed Company 
In Larger Quarters 


HE Martin Calf Feed Co., man- 
| ufacturers of calf meal and re- 
tail feed dealers at Mineral 
Point, Wis., has moved into larger 
and better quarters. The company has 
made wonderful progress under the di- 
rection of W. L. Huson, vice-president 
of the Central Retail Feed Association, 
as is attested in the following article 
reprinted from the Iowa County Dem- 
ocrat, issue of December 16th: 
“The Martin Calf Feed Company, 
which was located at 22 High street, 
has moved into the building which 


BIG 


| 
Ever Since | 


preciated. 


to use it. 


1880, it has catered especially 
to Family Trade in territory 
adjacent to the Mill. Our best 
trade is where flour is best ap- 
BIG JO is not a 
popular priced Brand. is 
popular only because of its | 
superiority, not price. 
high priced, but it is economy 


| 
was placed on the market, in 
| 


It is 


It is 


BIG JO 


| | 
SELLS BEST BECAUSE : | 
IT IS BEST. <——« i 


MADE BY 


| 
WABASHA ROLLER MILL 
COMPANY 


WABASHA, MINNESOTA 
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the company owns at 111 Commerce 
street. For the past few weeks a 
crew of six men have been busily en- 
gaged in remodeling the building and 
installing the machinery, and on De- 
cember 4 and 5 the stock and office 
fixtures located on High street were 
moved to the new location. 

“This new location is a great im- 
provement over the old stand. Con- 
siderable more floor space is avail- 
able and materials can be unloaded 
from the cars and conveyed by auto- 
matic machinery to either of the four 
floors where it is to be used. Two 
conveyor systems are in operation, 
one which handles the sacks while 
the other is a cup conveyor used to 
handle grains in bulk. 

“The first floor which is on the level 
with the railroad siding on the east 
side is used entirely for storage pur- 
poses. On the second floor, which 
has been entirely remodeled with new 
floors and other improvements is found 
the calf feed mill. On the third floor 
which is on a level with Commerce 
street, is the custom feed mill with 
ample storage place close at hand. 
To the front of this floor is found the 
well-equipped office and in the rear 
of this is a large flour room. 

“Patrons of the company having feed 
to grind will deliver. it at the Com- 
merce street entrance and will call for 
the ground feed at the same place. On 
the fourth floor the grain storage bins 
are located. 

“The plant is well equipped with 
some new machinery which is all elec- 
trically driven. The public service 
company have recently completed re- 
wiring the entire plant and have also 
installed new transformers and switch 
boards. 

“According to W. L. Huson, manag- 
er of the company, the calf feed busi- 
ness is steadily increasing. Calf feed 
is shipped into the state of IlIlinois, 
Minnesota, Iowa and Michigan as well 
as in our own state. | 

“A new ingredient which is used in 
the composition of the Martin Calf 
Feed is iodized salt which is claimed 
by experts to be the only substance 
to prevent goiter in cattle as well as 
humans.” 


B. B. SHEFFIELD, head of the 
Commander Mill Co., Minneapolis, is 
reported to be considering re-opening 
the Queen Bee Mills at Sioux Falls, S. 
D., probably as a corn products or 
mixed feed plant. 


Better Sate ‘Than Sorry -—Take Care 
Of Winter Fire ein 


Human Carelessness Blamed For 85 Per Cent Of All Fire Losses 
Writer Tells How To Safely Start Gas Engines In Cold Weather 


By R. D. MacDaniel 


Manager, Service Department 


Grain Dealers National Mutual Fire Insurance Company 


HE experience of insurance 

i and feed handling plants shows 

companies specializing in grain 
such an array of loss causes during 
all months of the year that but few are 
peculiar to or are made more serious 
by cold weather. Many, in fact most, 
owners of such properties believe there 
are relatively but few hazards peculiar 
to their class but statistics covering 
something more than ten years show 
sixty-five distinct hazards that have 
produced losses. If those now classi- 
fied “unknown” could be analyzed it 
is probable the list of known causes 
would be increased. 

Apathy Toward Prevention 

In thus speaking of causes we refer 
only to physical causes. It is old stuff 
and we run the risk of discouraging 
the interest of the reader to say that 
the most prolific cause of fire in 
America is the apathy of the American 
people toward fire prevention. Any- 
thing smattering of regulation or in- 
sistence in carefulness pains the aver- 
age citizen beyond coherent speech. 

The result is he is constantly sub- 
ject to fire loss due to his own or 
his neighbor’s carelessness, he is com- 
pelled to stand his share of a direct 
national fire loss of a half billion dol- 
lars annually, he pays for expensive 
fire departments, he sends his children 
to schools which are fire traps, his 
sick to hospitals that are tinder heaps, 
and even worships in churches that 
may become funeral pyres at any min- 
ute—that seems to be his idea of free- 
dom and democracy. The result is 
laws are being agitated to compel us 
to respect our neighbor’s rights and 
to compel our neighbor to respect 
ours’ so far as burning down each 
other’s property is concerned. 

Who Was Responsible? 

Some day—maybe—the stock ques- 
tion after a fire will be changed from 
“Was he fully insured?” to “Who was 
responsible?” Then and not until then, 
will the fire losses of America show 
any substantial decrease. Accidentally 
point a gun at the average man and 
ke will knock you down; carelessly 
.burn his house over the heads of his 


family and he will offer no objection— 
if he has plenty of insurance. 

Now, while the situation is suffi- 
ciently serious to justify the above 
viewpoint, the property owners are be- 
ginning to awaken to the fact that 
fire prevention is their own individual 
problem. Fire protection is a com- 
munity matter but it deserves second- 
ary consideration; prevent the fires, 
and the rest—including insurance rates 
—will take care of itself. An almost 
certain reply to a suggestion for re- 
duction of a fire hazard from a man 
not sold on fire prevention is, “What 
reduction will I get in my rate?” Now 
there is no rating schedule known 
that will adequately measure all haz- 
ards. In fact, the inherent hazards 
and those that cannot be analyzed are 
grouped into what is known as the 
“basis” rate. So, maybe the saving in 
rate will. be small or even nil in which 
case the property owner is wont to 
take the attitude that he has been in- 
sulted. It is incomprehensible to some 
people that they are in any way re- 
sponsible for their property so long as 
they pay their insurance premiums. 


Extra Cost Overlooked 

As a matter of common sense how- 
ever, if they would figure out how 
much a fire would cost them over and 
beyond their insurance, then top that 
cff with their duty to themselves and 
their community they would find the 
cost of precaution insignificant in com- 
parison. As to insurance rates: any 
rating organization will give credits 
for superior construction, fire, preven- 
tion devices and so forth wherever 
possible, but carefulness—the best of 
them all—finds its real reward in a 
man’s own conscience. For those who 
practice it, however, there are -insur- 
ance organizations which specialize in 
fire prevention and whose rates are 


based upon a presupposition of co-op-— 


eration. 

About the physical hazards now: the 
average man takes a stove or a fur- 
nace as something he knows all about 
instinctively with the result we have 
more fires from heating plants when 
the head of the house is. doing the 
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firing over the week end than when 
mother is handling the coal shovel. 
The average man goes home, shakes 
down the ashes, shovels them into a 
bushel basket, loads up the fire pot 
and open the drafts. Then he 
stretches out on the sofa and solaced 
with pipe and evening paper forgets 
all about the furnace until somebody - 
suggests, “It’s awfully hot in here”, 
or one of the neighbors calls over that 
the flue is burning out. The office 
heating plant is usually handled in 
the same manner. 
Few Fool-Proof Installations 

If a furnace or stove is properly in- 
stalled, the smoke pipe clear of com- 
bustible material and the chimney well 
built, a little negligence is not likely 


‘to do harm. The facts are, however, 


there are few installations that will 
tolerate any foolishness. Furnaces 
should be set on incombustible mater- 
ial; never on wood, even if it is pro- 
tected. Stoves should be at least six 
inches above wood floors and the floor 
protected with metal or asbestos over 
an area extending six inches to the 
sides and rear and twenty-four inches 
to the front. A space of three feet 
should separate the heating unit from 
combustible walls; if necessary nearer, 
a sheet of metal or asbestos should 
be used set two inches away from the 
surface protected. 

Steam pipes must have good clear- 
ance from walls and where passing 
through a partition should be central- 
ly fixed with good clearance—air space 
is necessary as most solid building 
materials are conductors of heat even 
though incombustible themselves. 
Smoke pipes should be rigidly sup- 
ported and kept clear of combustible 
material—if they pass through parti- 
tions use a ventilated metal sleeve 
allowing six inches air space. The 
joint where smoke pipe enters chim- 


- ney must be set solidly into the flue 


hole—this is a weak place where chim- 
ney fires often break through. 
“Coking Method” of Firing 
Use care in firing; it will save fuel, 
give more heat per pound of coal and 
make for safety. If you have a fur- 
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nace you probably can employ the 
“coking method” to good advantage; 
coking usually is impossible in a stove 
because of the size of the fire pot. 
Coking refers to raking the live coals 
to one side (or end) of the fire pot 
and placing the fresh fuel in the por- 


tion thereby cleared out. Soft coal 
contains from 10% to 25% of vola- 
tile gases and whether the full heating 
value is to be obtained from them 
depends upon the method of firing. 
In the coking method, the fresh coal 
is heated gradually and the volatile 
gases given off gradually being ignited 
by the live coals on the other side 
of the fire pot. Fresh coal just dump- 
ed over live coals drives off volatile 
gases besides which the carbon in 
them is deposited in the flues 
as soot which is not only dan- 
gerous in itself but retards the 
draft. Immediately after firing some 
air should be admitted over fuel bed 
to assist in the combustion of gases 
but this has a cooling effect and should 
not be continued longer than neces- 
sary. If the chimney burns out, no- 
tify the fire department at once—such 
a fire is a difficult thing to handle and 
it is best not to chance it yourself. 
(To be continued next month) 


the floors!” 


SPELTS GRAIN & COAL CO. 
has opened a feed mill in connection 
with its elevator at Owatonna, Minn. 


THOMAS P. GAINES, Sherburne, 
N. Y., reports he has closed one of the 
best fall seasons in history. 
With satisfactory milk prices, the feed- 
e1 is buying a good quantity of feed, 
which hag been placed within reach of 
his purse. 


THEODORE D. PARKER & 
BROS., Vernon, N. Y., reports more 
feed will be bought this winter in his 
territory because milk prices have ad- 
vanced. 


W. L. SPARKS, president of the 
Sparks Milling Co., Terre Haute, Ind., 
resumed operations at his mill January 
3 following a shut-down of several 
months. 


HARLEN CITY ROLLER MILLS 
C. C. and L. H. Rasmussen have in- 
corporated the Harlen City Roller 


Mills, Harlen, Ia., with a capitalization 
of $50,000. 


CLIFFORD YOUNG has purch- 
ased and will operate the C. F. Kilian 
feed mill at Sugar Bush, Wis. 


J. C. PALMER and B. R. Palmer 
have purchased the C. B. Gray interest 
in the Community Flour Mills Co., 
Barnesville, Minn. 


INDEPENDENT GRAIN & 
FUEL CO., Mason City, Ia., has been 
incorporated to conduct a grain, feed, 
seed and fuel business with a capitali- 
zation of $20,000. 


MARTIN RAUCH, who recently 
installed a feed mill at Howard, Wis., 
has found that his 27 h. p. engine is 
too small to operate the mill success- 
fully and has sent for one of 40 h. p. to 
take its place. 


H. GRIMME recently commenced 
operation of a new feed mill at Wel- 
come, Minn. His equipment consists 
of a 24-inch attrition mill, a corn crack- 
er and two 25 h. p. motors. 


PAUL J. WANDERSEE, former- 
ly of New Ulm, Minn., is the new 
manager of the Springfield Farmers’ 
Elevator Co., Springfield, Minn. 


GUY V. DERING and Joe Free are 
members of the Columbus Business 
Men’s Association which is sponsoring 
a combined poultry and grain show to 
be held at Columbus, Wis. 


A LOCAL 
POULTRYMAN 


bought all his feed from Jones Milling Co. One 
day, placing his order, he stepped into Jones’ 
office. “T’ll give you $100.00” said he, “if you'll 
let me go through your mill and clean out the 
corners, sweep up under the machines and on 


Jones delayed his answer,--started thinking. 


through intimacy, blind to 


Hidden Riches 


lying dormant about his mill? He wrote us and explained his problem. 
We recommended a “Racine” Fanning Mill, low in cost, yet just the 
thing to salvage the good grain from Mill Sweepings and reclaim what’s 


often lost in Receiving Separator sieve tailings. 


ing a profit he passed up for years. 


It’s a worth while idea! 
Ask for ‘‘Hidden Riches’’ 


Page Sixteen 


Was he, 


Now, Jones is realiz- 


S. HOWES CO., INC. 


INVINCIBLE GRAIN CLEANER CO. 
SILVER CREEK, N. Y. 
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Mr. Dealer! 


Now Is The ‘Time To 


Join Your Retail Association 


Central Group Offers Free Membership In Grain Dealers’ National 
Endorse Association Work For The Industry By Paying Dues Today 


ERE’S good resolution 
H every feed dealer ought to 

make: I’ll join my retail feed 
dealers’ association, pay my dues reg- 
ularly when due, .and do whatever I 
can to help the association do its best 
to make the feed business generally 
more prosperous and better for me to 
be engaged in. 

There are now two strong retail 
feed deafers’ organizations in the Unit- 
ed States, the Central Retail Feed As- 
sociation, primarily intended for deal- 
ers in the Central Northwest, and the 
Eastern Federation of Feed Merchants 
which embraces several local eastern 
feed dealers’ associations. 

Central Association New 

The Central Retail Feed Association 
was organized at Milwaukee in June, 
1926, with an initial membership of 
over 100 retail feed dealers. In six 
months time this new organization has 
increased its numbers to approximately 
200 members. In addition to conduct- 
ing a membership campaign, which 
was the first vital work as strength 
can only be obtained through mem- 
bers, the association has started work 
on a program for advancement of! the 
feed trade. 

The program, of work for the Cen- 
tral Retail Feed Association as out- 
lined by the Executive Committee of 
the organization is set aside elsewhere 
on this page but the main points are in 
brief as follows: 

Important Work Started 

(1) Promotion of closer co-operation 
and greater friendliness among retail 
dealers. (2) Promotion of a tendency 
among dealers to eliminate their credit 
business and sell strictly for cash. (3) 
Dissemination of better market infor- 
mation for the benefit of the retail 
dealer and unbiased from either the 
buyers or sellers’ point of view. (4) 
Promotion of the organization of local 
feed dealers’ clubs in various districts 
served by the association. (5) Con- 
duct of an educational campaign in- 
tended to convince jobbers, millers and 
manufacturers that it is to their in- 
terests to sell direct rather than 
through dealers. (6) Conduct of an 
information service bureau where 
dealers may apply for data on any 
subject of interest to them. 

It can be seen at a glance that the 


Your Association Program 
What We’re Trying to Do 


1. Closer Co-operation Among Dealers. More friendly and closer 
co-operation among retail feed dealers will eliminate many petty dif- 
ficulties which now sometimes prevent dealers in a given locality from 
making a legitimate profit. 


2. Selling for Cash, Not Credit. To successfully meet competition, 
retail feed dealers must eventually do business on a cash basis. Your 
association believes that now, when conditions among farmers are gen- 
erally good, is the time to change. 


3. Better Market Information. Feed dealers need market information 
which is unbiased from either the buyers or seller’s point of view. The 
association will eventually issue market letters and in the meantime 


a bad fellow after all. 


protection. 


6. Information Service Bureau. 


street, Milwaukee. 


dealers are urged to send for the free market bulletins issued twice each 
week by the Wisconsin Department of Markets. 


4. Local Feed Dealers’ Clubs. The association is organizing clubs in 
various localities and several such informal get-together meetings have 
already been held. Get acquainted with your competitor, he’s not such 


5. Direct Selling to Farmers. Your association plans to conduct an 
educational campaign which will convince jobbers, millers and manu- 
facturers that it is to thein interests to sell through dealers. Farmers 
in every community need feed service stations and legitimate service 
stores should be given the benefit of jobber, millen and manufacturer 


Whenever you desire information 
about any feed or allied product, or about any firm handling the same, 
the association will try to get accurate data for,you. If you wish any 
special service, na matter what it is, write the secretary, 86 Michigan 


program adopted by the association 
is a big and important one and.-conse- 
quently the work has only been fairly 
started during the six months the as- 
sociation has been functioning. The 
association is now ready to start a 
new year, during which it will con- 
tinue to increase the work it is doing 
to, just as great an extent as the sup- 
port it receives from the dealers per- 
mits. If you, Mr. Dealer, wish to 
back this good work, now is the time 
to pay your $10.00 for 1927 dues. 
Pay Your 1927 Dues Now 
Dues in the Central Retail Feed As- 
sociation are only $10.00 per year, pay- 
able in advance. This small sum is 
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little enough as compared with the 
needs of the association and the great 
work to be done, but as a special in- 
ducement the association this year is 
offering a free affiliated membership 
in the Grain Dealers’ National Associ- 
ation to all paid members of the Cen- 
tral Retail Feed Association. 

The Grain Dealers’ National Asso- 
ciation is the largest organization of 


“grain men in the United States and 


maintains general headquarters at To- 
ledo with Charles Quinn as secretary. 
The Grain Dealers’ National Associa- 
tion offers many advantages to its 
members, including full arbitration 
privileges in cases of differences be- 
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tween the members and an interesting 
magazine, “Who’s Who in the Grain 
Trade”, which is distributed to all 
members twice each month. 

National Membership Free 

There are many other advantages 
which go with membership in the 
Grain Dealers’ Nationa! Association 
and they will be explained in later is- 
sues of The Feed Bag. For the pres- 
ent, however, it should be sufficient to 
say that individual membership in the 
Grain Dealers’ National Association 
costs $20.00 per member per year, but 
full affiliated membership will be given 
absolutely free of charge to all 1927 
members of the Central Retail Feed 
Association. 

Pay your dues today and your mem- 
bership in the Grain Dealers’ National 
Association will be started simultane- 
ously with your new membership in 
the Central Retail Feed Association. 
A handy coupon to use in sending your 
dues to the offices of the Central Re- 
tail Feed Association is printed in an 


advertisement on another page in this 
issue of The Feed Bag. Why not 
start the New Year right? Pay your 
dues today. 


K. L. BURNS, president of the 
Globe Milling Co., Watertown, Wis., 
reports that he is much pleased with 
the Jay Bee grinder recently installed 
at his plant. 


R. W. BIEL, prominent feed dealer 
at Randolph, Wis., was in town calling 
on friends at the Milwaukee Chamber 
of Commerce. He reports that some 
of the roads in his section of the coun- 
try were blocked by snow, but that 
he is enjoying an exceptionally good 
feed business this year especially in so 
far as commercial mixed feeds are con- 
cerned. Mr. Biel handles Blue Rib- 
bon dairy ration, manufactured by the 
Brooks Milling Co., at Minneapolis, 
and the Northern Milling Co., at Wau- 
sau. 


Personal 
Attention 


OY |. CAMPBELL cratn ana seeps 


SHIP TO 


MILWAUKEE, WISCONSIN 
Authorized Successor to RUNKEL & DADMUN 


JACKSONVILLE, ILL. — Brooks 
Milling Co., grain elevator destroyed 
by fire, loss $12,000. 

KALAMAZOO, MICH. — Cook 
grist, feed and saw mills destroyed by 
fire, loss $20,000. # 

VICKERYVILLE, MICH.—Rocka- 
feller Grain Co. damaged by fire, loss 
$10,000. 

ADA, MINN.—Ada Milling Co. 
flour and feed mill damaged by fire, 
loss $35,000. 

DAWSON, MINN.—Dawson Flour 
Mills, loss by fire $25,000. 

BALDENVILLE, WIS.—H. O. 
Junkman grain elevator and feed store 
damaged by fire. 

BLACK RIVER FALLS, WIS.— 
White Star elevator, fire loss $6,000. 

NEW LONDON, WIS.—George 
Hansen feed mill fire loss recently. 

MILWAUKEE, WIS.—Atlas Flour 
Mills, recently dismantled, destroyed 
by fire December 10, estimated loss 
$100,000. 

AUBURN, IND.—Russell C. Fretz 
feed store destroyed by fire. 

HOLLOWAY, MINN.—Holloway 
Farmers Co-operative Elevator Co. 
burned, $35,000. 

GALESVILLE, WIS.—George Roll 
grist and planing mill damaged by fire, 
less $10,000. 


Milwaukee’s Newest Elevator 
and Newest Grain Firm 


OPERATING 


ELEVATOR “E” 


Milwaukee 
Capacity 1,500,000 bus. 


SAVANNA, ILLINOIS 
400,000 bus. 


BROADWAY 263 


For prices on 


Corn, Oats, Barley, 
Poultry Wheat and 


PHONE 


Oat Feed 


Wisconsin Grain Elevators Co. 


Milwaukee 


Wisconsin 
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Farm Machinery Is Good Sideline 
For Retail Feed Dealer 


Both Lines Appeal To Same Customer And Make Better Patron Of Him 
Work Well Together, But Feed Business Is Voted Most Profitable 


in connection with flour and 

feed is a profitable undertaking 
for the retail feed dealer according to 
dealers who answered a questionnaire 
which The Feed Bag mailed to firms 
handling both items. Replies revealed 
that farm machinery can be sold at a 
fair profit and at the same time estab- 
lish a contact with the farmer patron 
which means increased sales of flour, 
feed and allied products. 

A representative of The Feed Bag 
attended the twenty-first annual con- 
vention of the Wisconsin Implement 
Dealers’ Association which was held 
in the Milwaukee Auditorium, Decem- 
ber 7-10, together with the manufac- 
turers’ trade exhibit. Seeing a large 
number of feed dealers in attendance, 
he investigated and found that many 
of these men were handling farm ma- 
chinery as well as flour and feed and 
making the two go well together. 

Permits Double Contact 

A questionnaire was then drawn up 
and mailed to feed dealers who were 
members of the Wisconsin Implement 
Dealers’ Association. The first ques- 
tion was: “Do you find it profitable to 
handle both farm machinery and flour 
and feed?” 

More than three-fourths of the deal- 
ers who answered the questionnaire 
said “yes”. The paramount reasons 
were that there is no off season in the 
sale of farm implements and that it 
helps to tide over when flour and feed 
sales are low. Another important rea- 
son was that flour and feed buyers are 
often good prospects for farm machin- 
ery sales. The man who buys farm 
implements, it developed, is also the 
logical man to buy flour and feed, and 
many sales come in by establishing 
this double contact. 

Several Handle Automobiles 

Less than one-eighth of the dealers 
stated that it was not profitable to 
handle farm machinery due to the fact 
that the margin of profit in machinery 
was too small. A little more than one- 
eighth of the dealers stated that al- 
though the profit in handling farm ma- 
chinery was very negligible, still it had 
the advantage of keeping the dealer 
in close touch with every need of the 
farmer and thus made a better patron 
of him.’ 

When asked what other lines they 


Ts handling of farm machinery 


handled in addition to flour, feed and 
farm machinery, the dealers answered 
as follows: Automobiles, potatoes, coal, 
building materials, harness, hardware 
and wood. The opinion was general 
that all these items sell well to the 
farmer and also give the retail feed 
dealer a large volume of trade from 
the town or city itself. 
An Old Collection Method 

One dealer stated that since hand- 
ling grain and potatoes he found that 
farmers were more prompt to settle 
their accounts. In the case of the 
potatoes and grain, the farmer sold 
both to the dealer fram whom he had 
purchased machinery and thus was 
able to liquidate his debt. The dealer, 
too, in this case was helping the farm- 
er to produce and make a profit, with 
no loss on the original investment. 

More than two-thirds of the dealers 
were emphatic in answering “no” to 
the following question: “Do you be- 
lieve you would make more money if 
you devoted all your attention to hand- 
ling just flour and feed?” Some of the 
answers ran like this: “The dealer 
must cover the territory anyway, so 
he might as well get farm machinery 
sales as well as feed sales.” “You can 
sell the farmer both items and have 
only one selling cost.” “You can push 
the implement line during the season 
when feed is a slow seller and thus 
keep in touch with the farmer.” “The 
retail margin on feed is too small to 
take care of the investment, so it’s a 
good policy to have a few other lines 
that pay well.” 

Machinery Needs Other Lines 

Not one dealer was in favor of de- 
voting all his attention to the selling 
of farm machinery. There were many 
answers to this, chief of which was 
that the volume on farm machinery 
was too small to permit retaining it 
as the only line in stock. Another 
was that one line has not enough draw- 
ing power to bring a large number of 
patrons into the store. A few stated 
that machinery does not sell well in 
the winter and therefore is a seasonal 
proposition. Yet another was that the 
margin or profit was small and the 
carryover large. 

Asked if they would advise other 
dealers to stock farm machinery the 
majority answered affirmatively. 
plies to the questionnaire indicate a 
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belief that the feed dealer is the logical 
man to handle farm machinery. “The 
feed business helps to keep the busi- 
ness running during the fall and win- 
ter, and machinery during the spring 
and summer,” was one of the answers. 
Others were: “Both lines appeal to 
the same customer and make a better 
patron of him.” “Helps the dealer 
to make an additional profit on a line 
that is not much trouble to handle.” 
“Increases the volume of business done 
and cuts down overhead.” “Keeps him 
in close touch with the farmer and also 
brings in a profit.” 
Feed Is Most Profitable 

There seemed to be quite a difference 
of opinion as to which end of the 
business was more profitable during 
1926. Replies to the questionnaires 
varied in different sections. Over one- 
half of the dealers stated that flour and 
feed were most profitable because the 
turnover was larger. A third stated 
that machinery was most profitable be- 
cause of larger volume, and another 
third declared that fuel and potatoes 
shared honors with flour, feed and ma- 
chinery. 

The questionnaire was a fair one, 
The Feed Bag believes, and the re- 
sults obtained may be considered as 
representative of the true facts. No 
attempt was made to influence the an- 
swers of the dealers, either in the in- 
troduction or in the questionnaire. It 
was strictly a questionnaire intended to 
help the retail feed dealer accurately 
investigate the possibilities of handling 
lines that will bring him profit. The 
introduction of the questionnaire fol- 
lows: 

“Dear Mr. Dealer: Feed dealers 
were well represented at the recent 
Milwaukee convention of the Wiscon- 
sin Implement Dealers’ Association and 
now we would like to publish an ar- 
ticle discussing whether or not it is 
good business for dealers to handle 
both farm machinery and feed. Will 
you help us get the facts for this ar- 
ticle by answering the questions given 
below? We want you to tell us what 
you think about the proposition. We 
promise that we will treat all informa- 
tion you give us confidentially. Please 
answer the questions and return this 
letter in the enclosed envelope today.” 

The questionnaire, on the whole, 
shows that many dealers are profitably 
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handling farm implements in connec- 
tion with a retail business in flour and 
feed. Most dealers seem to think that 
the farmer expects the dealer to handle 
a majority of the commodities that he 
needs for production work on his farm. 
We will always be glad to receive fur- 
ther opinions on this subject, and read- 
ers who have anything to contribute 
are urged to send it in. 


M. S. COLRUD has purchased 
a new 40 h. p. direct driven feed grind- 
er which is now in operation at his 
mill in Rosholt, Wis. The grinder 
has a capacity of three tons per hour. 


Z. E. BELDUC, of Rockford, Minn., 
has purchased the mill property of 
Emil Wegner at Hutchinson, Minn., 
where he will install equipment for a 
feed mill. Emil Wegner has taken 
over Mr. Belduc’s business at Rock- 
ford. 


NEW GREEN BAY ELEVATOR 
Grain flowed into the bins of the new 
Northwestern elevator at Green Bay, 
Wis., for the first time on December 
27, just 88 days after pouring of con- 
crete for the structure was started. The 
new elevator has a capacity of a half- 
million bushels of grain and is being 
operated by the Cargill Grain Co. 


Buffalo Feed Trade Outlook 
Optimistic For 1927 


By E. C. Spencer 


Buffalo Representative, The Feed Bag 


trade of the eastern section has 

been unusually quiet during .the 
month of December, dealers are far 
from discouraged. Already indications 
of a brisk January business are on the 
horizon. October was fairly brisk, in 
general, then sales began dropping off 
in. November, and December gave in- 
dications of a buyers’ strike. Feeders 
apparently stocked up in the earlier 
winter, and waited until after the holi- 
days to place new supplies. 

Due to slow buying en the part of 
dealers, jobbers and brokers in Buf- 
falo were not severely handicapped 
through the late lake shipments, and 
the ice jam which held up several boat 
loads of feed enroute to this market. 
There was some inconvenience it is ad- 
mitted, but no one was found to suffer 
any particular loss. 

The 1927 season is going to be a 
much better one that that of the year 
just closed, in the opinion of several 
leading dealers interviewed. Emil 
Wohlers of the Harvey Feed Co., Buf- 


\ LTHOUGH business in the feed 


falo, said: “We have had a fairly good 
year in feed, moving mostly small 
truck lots, but the business has been 
steady. We look for 1927 to be a 
much more active year for the feed 
dealer”. 

The Broadway Milling Co., Buffalo 
dealers, has had a fairly good year, ac- 
cording to L. Koinowski, manager. Mr. 
Koinowski was not int a mood to talk 
about business of the past year so 
much as his outlook for 1927 business. 
“I look for January to mark the be- 
ginning of an excellent year for the 
feed dealer”, he declared. 

Southern New York state is doing 
little just now in feed, according to M. 
L. Waldorf, of the Acme Milling Co., 
Olean. He said that December, by 
no means, could be used as a baro- 
meter in predicting late winter busi- 
ness, but that indications are January 
will be a profitable period for the mer- 
chant. He anticipates a better year 
in 1927, as compared with past sea- 
sons. 


1S86G 
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A Reputation To Be Proud Of 


HOSE who have used WHITE SWAN flour and 
mill feeds for the past 41 years declare that ordin- 
ary advertising can not possibly do justice to the 
supremacy of WHITE SWAN. Milled by experts--- 


never a complaint---time tried---100% satisfaction. 


F. A. RUENITZ, Presipent, 


SPRINGFIELD MILLING COMPANY, INC. 


SPRINGFIELD, MINNESOTA 


The Milling Art Perfected to the Highest Degree 
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Growing Demand For 


Quality Seeds 


Helpful To Retail Business 


Progressive Farmers Now Planting Certified Seed, Rotating Crops 
Feed Stores Well Located For Both Buying And Selling Farm Seeds 


HE future of the seed business 

i appears bright, particularly in 

the central northwest. In this 
section, with its diversification of 
crops, the farmer is gradually becom- 
ing more careful in his selection of 
seed. Dealers throughout the coun- 
try, handling seed, are finding also 
that this is tending toward an increase 
in seed sales. 

A good stock of quality seeds will do 
much to build up a profitable repeat 
business for any dealer.~ The volume 
of business which is coming to the 
dealer is bound to be larger, due to 
the fact that the farmer is turning 
more and more to the proper selection 
of seed for planting. 

Quality Formerly Not Considered 

Years ago he paid very little atten- 
tion to the problem of grading and 
certifying seed. He did not believe 
that the quality of his stock or his pro- 
duction could be bettered in any way 
except by thorough cultivation and 
good fertilization. Gradually, however, 
he began reading bulletins issued by 
the various agricultural schools and 
colleges, and circulars issued by the 
.many reputable seed firms. 

He soon began to see, much to his 
surprise, that if he rotated his crops 
intelligently, using quatity seed, he 
could materially increase nis produc- 
tion and produce a much superior 
grade of stock. Within a few years 
it became the practice of most buyers 
of seed to purchase through a recog- 
nized seed firm, one that had done a 
great deal of experimentation and 
whose statements could be backed up 
with actual facts. The increasing busi- 
ness of these firms, year after year, is 
a good indication of the increase in 
the demand for good seed. 

Dealers Both Buy and Sell 

Along with the general improvement 
and development in agriculture comes 
the desire of the farmer for better 
seed. Almost every flour and feed 
dealer is in a position to handle all 
the seeds that a farmer needs. In the 
fall of the year, the farmer also has 
plenty of seed to sell, such as red and 
white clover. The dealer buying for 
the large seed firms is thus rendering 
a service both ways and establishes a 
fine bond of friendship between him- 
self and the farmer. 


The farmer, today, is not content 
with his present knowledge. He is 
delving into every possible avenue that 


may uncover for him another source 


of profit. Intelligence marks his pro- 
cedure, and most farmers today, 
through mail and radio, are well in- 
formed on all subjects pertinent to 
his occupation. 
Science Helps Seed Dealers 

The era of farming has passed. The 

era of scientific farming has taken its 


place. Manis learning how to take 
all the good that the soil has in store 
for him, and yet retain the produc- 
tivity of the soil itself. The retail feed 
dealer is an important link in this new 
chain and he is playing his part well. 
In the seed industry it can truthfully 
be said that the amount of business 
being done is yet in its infancy. 

Handle seeds, and push the line 
along at the proper time, friend dealer. 
It will pay you well. 


Handle Poultry Supplies 
For Bigger Profits 


line which almost every retail 

feed dealer could handle profit- 
ably. It is right in line with his gen- 
eral business, for the farmer, who buys 
flour and feed, is also the largest buy- 
er of poultry supplies. 

Handling poultry supplies helps the 
retail feed dealer to keep in closer touch 
with his customers, and enables him 
to establish a trade that will flow in 
regularly from month to month. The 
farmer naturally prefers to go to one 
place to purchase most of his necessi- 
ties and although a dealer can not be 
expected to carry a large stock of every 
line, because that would be too much 
of an investment: for the turnover, he 
can, nevertheless, stock a few of the 
principal items. Many dealers have 
put in a line of poultry supplies during 
the last few years and report that 
sales are very satisfactory. 

Start on Small Scale 

At a small cost the average dealer 
could put in a line of poultry, supplies 
that would consist mainly of coops, 
incubators, brooders, poultry, pigeon 
and pet stock fronts, egg carriers, 
brood coops, drinking fountains, poul- 
try mashes, traps, nets, chick boxes 
and the like. It is not necessary to 
stock heavily, but try experimenting 
with a small stock and you will be 
surprised how fast it will move. The. 
raising of chickens is now done on a 
much larger scale than in former years, 
and the dealer has a large field for 
sales open to him with good oppor- 
tunities for repeat orders. 

When first putting in a line of poul- 


P ise wi supplies is one side- 
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try supplies it is advisable to run a few 
small ads in your weekly newspaper 
to let the public know that you are 
handling the line. Also put in a few 
good window displays that the farmer 
can see when he comes to buy flour 
and feed from you. Then talk to him 
of the advantages of purchasing these 
supplies, how he can keep a cleaner, 
healthier flock, how the poultry feeds 
increase his egg production, etc. This 
is called pushing a line. Every line 
when first installed certainly needs a 
little pushing in order to make it a 
success. 
Poultry Show Promotion 

There are also opportunities for the 
retail feed dealer to hold poultry shows 
particularly during the winter months 
when buying is just beginning. It 
would be a good plan to get the farm- 
ers to bring in their prize birds to put 
on display, something they are always 
proud to do. A few short talks on the 
productive value of good poultry sup- 
plies, coupled with a little entertain- 
ment will create a lot of good will for 
you, something that will bring you a 
great. many sales before the season is 
over. 

Demand for poultry supplies, when 
once established, develops a total that 
will surprise you at the end of the 
year. Many townspeople are also in 
the market for poultry supplies and 
their patronage will also add to your 
volume. 

Any business prospers when it can 
bring a large number of customers into 
the store regularly. Suppose, then, 
that you have a certain number of pat- 
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rons who come to you regularly to pur- 
chase poultry supplies. Naturally, you 


3 will be able to sell some of them a 
Maryland Coal & Coke 


two go hand in hand and steady each 


her. 
Company 
. STEPHEN GIRARD BUILDING SAM CLEMENTS of the Marinette 
Flour & Feed Co., Marinette, Wis., 
PHILADELPHIA, PA. was a recent visitor at his firm’s store 
in Escanaba, Mich. 
wo m2) 
: : W. R.. KNIGHT, manager of the 
Operators of mines in the famous Sewell Carlisle Mill & Supply Co., Carlisle, 
Seam New River district of West Virginia, Ky., announces that his company has 
producing coal of strong structure and ex- — a iguana from $24,- 
. e t > . 
cellent preparation; all mines equipped with ‘i 


efficient shaker screens and loading booms. WILLIAM SCHUBERT, John Ris- 


tau, and William Wachholtz are in- 


Our coal analyzes approximately 25% vola- cluded among incorporators of the Co- 

il l h 5% % l th 1% l loma Farmers Elevator Co., Coloma, 
tile, less u an o - » fess than o sul- Wis. The new firm has a capitaliza- 
phur. It is strong structured and screens tion of $15,000.00. 


and carries with minimum degradation. 
“Enclosed please find check of $2.00 

WE MAKE for one year’s subscription. The Feed 
Bag i 

5" Lump—2" x 5" Egge—7/ gs" x2" Nut ag is too good to be passed up. Yours 

ice _S) 


truly, H. A. Hoops,” Black Creek, Wis. 


Our illustrated folder will be gladly sent to dealers upon request. J. B. POWERS has opened a feed 
x. mill at Hanska, Minn. 
| 


q 
oO oo 
EST WISHES for 
oo PROSPERITY and 66 
HAPPINESS 
oo THROUGHOUT 
oo Gs THE NEW YEAR 4 
i OO TO ALL MY FRIENDS and 99 
00 READERS of ourFEED BAG. OG 
oo 
OE FREE & 
oO oo 
oo 
Sterling Poultry Feeds | = ae 
oO WISCONSIN oO 
A COMPLETE LINE OF oo oo 
MIXED GRAIN FEEDS 
and 
GUARANTEED-TO-SATISFY MASHES 
HIAWATHA 
‘ : Containing any of the standard mill feeds-- Grain Company 
4 bran, middlings, rolled oats, oil meal, etc., MINNEAPOLIS, MINN. 
4" as well as oyster shell, animal protein 0 
: products, dairy feed, etc. 
of Write, wire, phone for quotations on requirements S & R E E N I N G S 
of ize. 
GRAIN—FEEDS 
Northrup, King & Co. We Specialize in the Better 
4 : Type of Feeding Screenings 
FEEDS AND SEEDS 
: MINNEAPOLIS, MINN. Get Our Samples and Prices 
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Prepared by _the Minneapolis branch 


office Hay, Feed and Seed Division, 


Bureau of Agricultural Economics. 


HE wheat mill feed market dur- 

I ing the closing ten days of the 

past year showed an easy tone 
and thus far since the turn of the year 
there has been no indication of any 
improvement in the situation. Mod- 
erate weather in nearby territory as 
well as in the central states and east- 
ern sections during the past few days 
has had a tendency to curtail the feed- 
ing inquiry and the easy, tone in the 
grain markets has had a tendency to 
curb speculative activity. Jobbers and 
distributors for the most part are not 
willing to take hold of the market at 
present prices until some line of en- 
couragement shows up by way of a 
bonafide consumptive demand. 

In the meantime, selling pressure in 
the Northwest remains only moderate 
and unless flour mills are favored with 
heavier shipping directions on flour 
contracts, there appears to be no seri- 
ous flood of feed offerings ahead. Flour 


directions, however, as a rule, usu- 
ally show some improvement after the 
turn of the year, and at the close of 
inventory time, and any improvement 
in the flour output unless also accom- 
panied by a better demand for feeds, 
could easily lower mill feed prices fur- 
ther. 

December contracts of mill feeds 
were completed in. better shape than 
was earlier expected. The fresh de- 
mand for feed was exceedingly quiet 
during the last two weeks of Decem- 
ber, so that the greater part of the 
feed output during that time could be 
applied on previous bookings. 

At present writing, January, Febru- 
ary and March bran and middlings are 
generally available at spot price, but 
the different grades of feed have their 
own peculiar market situation, depend- 
ant upon local delivery conditions. For 
instance, pure bran for shipment out 
of Minneapolis proper is very firm and 
practically unobtainable; on Minne- 
apolis standard bran the delivery situa- 


tion is fairly tight; while the Minne- 
apolis middlings, and both bran and 
middlings from the country mills, are 
offered rather freely. Standard mid- 
dlings for January, February and 
March are offered at $29.00, Chicago, 
with $28.50 quite generally bid; and 
limited amounts of country pure bran 
have recently traded at $28.50, Chicago 
basis. Flour middlings for January, 
February and March shipment -alsq 
went at $30.50, Minneapolis, during the 
past week. 

The high protein feeds have re- 
mained barely steady. 

Linseed’ meal although in dull in- 
quiry has held fairly firm at Minne- 
apolis, due to some curtailment in 
production and the fact that mills for 
the most part are at the moment well 
supplied with shipping directions. More 
attractive prices emanating from the 
Chicago market has cut down the ter- 
ritory recently that is ordinarily served 
from Minneapolis. 

Cottonseed meal market has been 


“Tus the Cream of the Wheat’’ 


That's why— 
Your Trade Will Like 


CREMO FLOUR 


Bread—Baked With CREMO FLOUR—Has Real Wheat 
Flavor—It Always Tastes Like More—Builds Bigger Business 


{ MIXED CARS } 


We can Ship CREMO 
in Mixed Cars with 
Bran and Middlings. 
Prompt Service. Write 
for our Quotations. } 


CROOKSTON MILLING COMPANY 


MERCHANT MILLERS 


CROOKSTON, MINN. 
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slightly firmer with crushers claiming 
limited movement of seed from farm- 


Minnesota Millers Hunt Deer With Flour 


ers. The demand both from domestic 
and export sources for meal has also 
been classed as good during the past 
few weeks. 

The corn feeds while quoted un- 
changed have recently shown a slight- 
ly easier undertone, due to the irreg- 
ular and sluggish action of the corn 
market. 


M. H. BEKKEDAIL of Westby, 
Wis., came to this country from Nor- 
way in 1882 and remembers that our 
old friend, Fred Eckhart, of Viroqua, 
Wis., was already in business at that 
time. Mr. Bekkedail will be remem- 
bered as the man who fought the to- 
bacco pool several years ago. Besides 
conducting a retail feed business, Mr. 
Bekkedail runs several farms on which 
tobacco is raised as the principal crop. 


EVERETT BAKER has become a 
partner in the grain elevator business 


KUEHN & CHAFTER have pur- 
chased the old Harry Elevator at 


at Readstown, Wis. Alma, Wis. 

WHEN YOU NEED 
- 
+ DRIED IBUTTERMILK# 
t+ Wire, write or phone us for z 
Tz Fresh product direct from 23 plants. te. 
it 
++ FEED FORMULAS ++ 
++ FEED PLANT INSPECTION—EQUIPMENT ++ 
++ FEED SYSTEM ENGINEERS + 
++ 110 S. DEARBORN ST #* 
S. T. EDWARDS & Co. CHICAGO, ILL. 


SHIPPERS OF 


RED DURUM 


AND OTHER GRAINS 
for POULTRY FEED 


DELMAR COMPANY 


ELEVATOR CAPACITY -- 2,000,000 BUSHELG.... 


502 Flour Exchange, MINNEAPOLIS, MINN. 


= 
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HEN we were young and be- 
\ \ fore we had met our friend, 
Al Ruenitz, we heard and al- 
most believed stories of catching birds 
and deer by sprinkling salt on their 
tails. It remained for Al, however, to 


try and tell us that up in Minnesota | 


_ they get their deer by sprinkling White 


Swan flour on their tails. 

Mr. Ruenitz sent us the picture, re- 
produced above, to prove his assertion. 
If you examine the picture carefully 
you will notice that the tails of the 
five deer are white, presumably all cov- 
ered with White Swan flour. 

Al Ruenitz is the fellow hiding be- 
hind the big raccoon coat and if you 
listen to him long enough he will tell 
you that the skins are from raccoons 
caught with White Swan flour. White 
Swan flour does a lot for the boys up 
in Springfield. 

The good-looking man in the pic- 
ture is H. H. Birkemeyer, superinten- 
dent of manufacture at the Spring- 
field Milling Co. The big buck in the 
center of the picture, weighing 186 
pounds, is the property of Mr. Birke- 
meyer. 


Since 1891 


FRANK A. PIERCE CO. 


ALL GRADES 


SCREENINGS 
For grinding or feeding 
purposes. 

ALSO 
No. 1 MIXED FEED 
OATS 


Send for Samples 


MINNEAPOLIS, MINN. 


— 
a3 
q 
= 
4 
| 
| 
| : 


IRACLES seldom occur in this 

modern world but hard work can 

accomplish almost anything if 
persistently directed toward a definite 
goal. There's much work for a retail 
feed dealers organization--but it can’t 
all be done in one day, one month or 
one year. The Central Retail Feed As- 
sociation has been working hard in 
your behalf for six months but the job 
has only been started. Will it be com- 
pleted> Of course, but it’s up to you 
to show your faith in your business 
and its future by sending your check 
for 1927 dues to your association now. 
Every retail dealer should belong, if 
you are not a member---join today! 
Use the coupon. 


The Central Retail Feed Association 
is especially for retail feed dealers in 
the Central States. Any dealer may 
join but eastern dealers should pre- 
fer their Eastern Federation of Feed 
Merchants. 


CENTRAL 
RETAIL FEED 
ASSOCIATION 


86 MICHIGAN ST. 
MILWAUKEE, WIS. 


Here’s our $10.00 (Ten Dollars) check 


for 1927 dues in the CENTRAL REtait FEED 


AssociaTION. Please send membership cer- 

tificate suitable for framing and don’t forget that 

FREE afhliated membership in the Grain DEALERS 
NaTIONAL ASSOCIATION. 


New Member [ Old Member 


Name of Firm 


Address of Firm 


Name of Manager. 
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Boost The Feed Bag To Firms You Do Business With 


Get])admun’sPrices = 
On POULTRY FEEDS & 


oo 
oo oo 
oO We offer Square Deal Poultry feeds for Be 
WO shipment in mixed cars with any other ie 
oo feeds, or in local lots at the same price. Se 
Always freshly mixed. 
WHITEWATER, 
oo 
THE DADMUN COMPANY wisconsin.’ 
oo oo 


Buy 
PURITAN BRAND 


The Genuine Live Reef 


CRUSHED OYSTER SHELL FOR POULTRY 
Packed in new 100 lb. burlap bags. 


CHICK, MEDIUM and COARSE Grades 


Quality and Service Unsurpassed 


All Goods Guaranteed 


The Crushed Oyster Shell Company 


BILOXI, MISS. 


Not One Cent Invested During the 


First Thirty Days 


That’s our confidence in the Feed Dealer 
to make a complete turnover of the 


DOG FOOD 


SET-UP 


In fact, repeat orders before the expiration of the 30-day 
period is the rule and an established business with a most 


the 
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desirable class of customers is the result. 


We supply everything for the initial display; 
circulars, samples, etc., and PERFECTION 
once sold, always means a repeat, generally a 
quantity makes up the second order. 


WRITE, TODAY, FOR PARTICULARS 
ABOUT THIS WONDERFUL OFFER 


PERFECTION FOODS CO. 


BATTLE CREEK Dept. 22 MICHIGAN 
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VAIL MILLING CO., Vail, Ia., 
has recently changed from steam pow- 
er to electricity. Two large motors, 
one 30 and one 10-horsepower were 
installed. 


LAY-EGG PRIZE BIRDS 
Five thousand birds were entered in 
the great poultry show which was re- 
cently held in the Milwaukee Audi- 
torium. The Lay-Egg Co., Milwaukee, 
had six entries and proudly reports 
that they took 5 firsts and 1 fourth. 


NEW CASH FEED STORE 

Don R. Mihills, president and man- 
ager of the National Food Co., Fond 
du Lac, Wis., announces that his firm 
has opened a new retail feed depart- 
ment at 220-226 Oak street. The new 
retail department will handle nation- 
ally advertised brands of flour and 
feeds as well as the No-Milk calf 
meal which the company manufactures, 
on a strictly cash basis. The new build- 
ing is two stories high, 90 feet long 
and 108 feet deep and adjoins the old 
Henry Brothers flour warehouse which 
the company has purchased, giving it 
a total storage capacity of approxi- 
mately 20 cars. The National Food 
Co. was established in 1885 and has 
been in continuous operation ever 
since. 


The 


Hadden Grain Co. 


300 MITCHELL BUILDING 


4 4 YEARS IN THE 
GRAIN TRADE 
at MILWAUKEE 


ORDERS FOR FUTURE 
DELIVERY SOLICITED 


Phone Broadway 642 


Established 1880 


PAINE, WEBBER 
& COMPANY 


Members 
NEW YORK STOCK 
E NGE 
CHICAGO STOCK 
EXCHANGE 
BOSTON STOCK 
DETROIT STOCK 
EXCHANGE 
NEW YORK COTTON 
CHICAGO BOARD 
OF TRADE 
94-100 MICHIGAN ST. 
Telephone Broadway 8700 
MILWAUKEE 
E. J. Furlong, Resident Partner 


| — 
4 < 
DOG}; 


CORRECTION 

William G. Slugg, feed jobber who 
is known to many Wisconsin dealers, 
is not a member of the Milwaukee 
Chamber of Commerce as was inti- 
mated in a group Christmas greeting 
advertisement in the December number 
of The Feed Bag. Mr. Slugg did not 
know his name was to be run as a 
member of the exchange as he gave 
permission for his name to be included 
in the advertisement without seeing 
the copy, understanding only that the 
advertisement was to be a greeting to 
the trade. The fault lies with The 
Feed Bag and this correction is made 
in fairness to all concerned. 


DAN ZEHR has installed a new 
and modern feed mill at Lincoln, IIl. 


Throw some Pearl 
Grit to your poultry 
fl and see how 
fast they pick it up. 
Your birds know what they 
need and if you os it tothem 
your profits will be larger. 


Q 

o® Hens need lots of lime to 
¥ make eggs. Growing chicks 
% and young fowls must have 


8 ' it if they are to grow and be 
/,¢ healthy. Feed Pearl Grit and 
see the difference. 

Pearl Grit is a Good 

Grinder 
= Pearl Grit is made with sharp 
nding edges which help the 

oe’ fowl get the most from its 

§ feed, It does what a smooth 

pebblecannot do in the d- 

% ing of the feed in the fowl’s 
Pag gizzard. 

° Send Your Dealers Name 
ry and 10c for Sample 
OHIO MARBLE CO. 
¢ 

8 Enclosed is 10c for Trial Sample 


SEND IOCENTS FOR SAMPLE 


This advertisement is being read by 
more than four and a half million 
farmers. 


the benefit 


Stock Pearl Grit and get 


The Feed Bag Is Your Paper, Help It By Boosting 


0000020 


0 O00 
Bo DEALERS! 
00 00 
ae Now is the time oo 
to stock the 
complete 
oo : 
as KEIPPER LINE OF oo 
00 2¢ aN oo 
: 
The New By-Pass Keipper Coal Brooder MILWAUKEE, WISCONSIN 


For years | 


Grain dealers have been securing a constantly improving 
insurance service, for in 1902 a mutual insurance company 
was organized “‘for, of and by” grain men. 


This service is available to dealers in allied lines--better 
by twenty-five years of experience than when it was first 
offered the grain shipper. 


What has been done by the country elevator owners in the 
way of better plants, better maintenance and fewer fires with 
a resulting lower insurance cost can be done by feed dealers. 
Toward that end you are offered the services of the 


APOLIS,IND. 
C. R. McCOTTER, Mer. 


300 Keeline Building 
OMAHA, NEBRASKA 


C. A. McCOTTER, Secy. 
- $10 Guaranty Buildin 
INDIANAPOLIS, INDIANA 


2A HOUR SERVICE 
ON MIXED CARS 


We Carry the Stock 


MILL FEEDS, FLOUR, OIL MEAL, GLUTEN, COTTON 
SEED MEAL, HOMINY, CORN, OATS, OYSTER SHELLS, 
GRIT. In fact, everything in the feed line. 


POULTRY FEEDS, DAIRY FEEDS 
. RED OAK DAIRY 20% 
RAPIDS DAIRY 16% 


We ship C. M. & St. P., C. @ N. W. and Green Bay & Western 
WRITE OR WIRE FOR PRICES. 


MCKERCHER MILLING CO. 


WISCONSIN RAPIDS, WISCONSIN 
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for Poultry | | 
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OwL BRAND 
Cotton Seed Meal 


(The Standard Brand) 


ye 


F. W. BRODE CORPORATION 


MEMPHIS, TENN. 


Cie! 


— The Owl on the Tag means Quality in the Bag < 


If you want a feed 


= WHEAT FEED 


"Wheat Low Grade Flour, Red Dog, Middlings 
Bran, Screenings not exceeding run — 
— CRUDE PROTEIN 15.7% = 

CRUDE FAT - - 4.6% 
CRUDE FIBRE - - 83% — 
ST. PAUL, MINN. 


Office 315 Corn Exchange 
\ MINNEAPOLIS, MINN. A> 


that will make you 


friends and money, sell 


Queen Wheat Feed. 


Queen is a dual feed. 
Can be fed to both Dairy 
Cows and Hogs. 


Our feeds are sold direct to 
dealers. One dealer in a 
town. 


Can furnish QUEEN in straight 
or mixed cars with CHERO- 
KEE PURE BRAN or CHE- 
ROKEE MIDDLINGS. 


TEWELES SEED 
COMPANY 


| MILWAUKEE, WISCONSIN 
| 


BUYERS OF 
NEW CROP SEED 


Submit Samples for Bids 


ASK FOR SAMPLE ENVELOPES 


<<a 


| 
»> 
| 


For 60 YEARS 


THE LEADING SEED HOUSE 
IN THE NORTHWEST 


PAUL THIELEN, F. A. Madge 
and J. W. Overacker have incorporat- 
ed the Farmers Grain & Merchandise 
Co. at Bloomington, IIl., with a capital- 
ization of $10,000. 


DAVIS BROTHERS feed store at 
Charleston, Ill., was recently damaged 
by fire. 


J. F. THOMPSON has purchased 
the interest of George Aylsworth in 
the feed business they conducted at 
Prophetstown, Ill., for the past twenty 
years. 


H. E. YOUNGS has recently start- 
ed operating his new feed mill at Jor- 
dan, Minn. 


J. P. LOUDERMILK, A. B. Balt 
and C. P. Balt are incorporators of the 
Fox River Lumber Co., lumber, grain, 
feed and implement dealers, at Oak 
Park, 


A. R. BRUS, president of the Da- 
venport Seed Co., Davenport, Ia., an- 
nounces that his company has increas- 
ed its capitalization from $100,000 to 
$150,000. 


MARTIN'S 
CALF FEED 


IS STILL THE BEST 


and HAS BEEN FOR 
25 YEARS. 


Write For Prices. 


MARTIN CALF FEED CO. 
MINERAL POINT, WISCONSIN 


GET BUSINESS BY MAIL 

pad pean of vital business facts and fig- 

» Where and how many your 

poeepeste are. 8,000 lines of business cov- 

ered. Compiled by the largest Directory 

Publishers in the world thru information 

obtained by actual door- am door canvass, 
Write for your FREE co; 


R. L. POLK & CO., Detrait, | wae 
55 POLK DIRECTORY BL 


Branches in Principal cine. 
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Classified 


FOR RESULTS—Place your want ad 
in The Feed Bag—the only strictly feed 
retailers publication. Rates on appli- 
cation. 


CORD WOOD FOR SALE 
Seasoned oak cord wood, weighing about 
at $8. 00 er cord, 1 F. O. B. Load- 


ation on C. & L. PETERS, 
Marsh, Wis. 


GRIST MILL FOR SALE 


Complete grist mill used only eight months; 
45 horse power ferenee Rumley motor; J. B. 
mill. D. D. LEWIS SON, Dodge- 
ville, 


ASSISTANT SUPERINTENDENT WANTED 


WANTED: Assistant Superintendent and 
loading foreman for feed mill. Must be famil- 
iar with operation of rolls, corn cutters, attri- 
tion mills, Draver feeders, Union special sewing 
machines, etc., and must know feeds. Excel- 
lent pepegtuany for capable man. LADISH 
MILLING CO., Milwaukee, Wis. 


MACHINERY FOR SALE 


Elevator for sale at Knowles, Wis. 
consisting of one hp. & gas engine, one 6 hp. 
and feed grinder. 

CO., 3009 Lisbon Avenue, g why 


RETAIL BUSINESS FOR SALE 


FOR SALE: One of the best retail coal, feed, 
flour and salt businesses in northeastern ‘Towa. 
Established ten years ago. $75,000 annually- 
Write A-12, c/o THE FEED BAG, 86 Michi- 
gan Street, Milwaukee, Wis. 


PAYING BUSINESS FOR SALE 


50 bbl. waterpower flour and feed mill, strictly 
modern, business established 45 years, 40 acres 
of land, modern house, good barns. Ideal for 
family man, large present trade and good op- 

ortunity for further development of business. 

rite MAYFIELD MILL, Jackson, Wis. 


Wuen 1n MINNEAPOLIS 
STAY AT 


The 
New Nicollet 
Hotel 


OPPOSITE TOURIST BUREAU 
Hi ON WASHINGTON AVENUE 


The Northwest's Finest Hotel 
600 ROOMS WITH BATH 
OR CONNECTING 
Every room an outside room 
Largest and Finest Ballroom in the 
Northwest 


MAIN DINING ROOM 
COFFEE SHOP 


Three Blocks from Both ~— 
Retail Center and Wholesale 


Mention The Feed Bag When Writing Advertisers 


BUERGER COMMISSION CO. 


510 MITCHELL BUILDING 


MILWAUKEE, WISCONSIN 


IF IN THE 


Established for over 30 years 


FEED 
MARKET FOR BROADWAY 2017 


HERMANN DEUTSCH 
MANAGER FEED DEPARTMENT 


Your consignments solicited, BARLEY especially. 


IMMEDIATE SHIPMENT 
MIXED CARS 


John E. Geraghty, President 


Pure Bran Middlings 
A 
Flour Midds Red Dog posibekas 
34% O. P. Oil Meal sg a 
Straight or Mixed Cars stein 


“Get Acquainted with Our Sudden Shipment Mixed Car Service” 


NORTHWESTERN FEED CO. 


Maurice J. Beaubaire, Secretary 


511 Metropolitan Bank Building 
MINNEAPOLIS 


NUT AND PEA 


Registered in All States 


MEMPHIS, 


COTTON SEED MEAL 


SIZE CAKE 


ALL GRADES 


Quoting spot and 
future shipments. If 
you are not getting 
our quotations we are 
both losing. Send 
name for market let- 
ters. 


MARIANNA SALES CO. 


TENN. 


Quality and Service Guaranteed 
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| RATES W ULER 
68 Rooms at................. 2.50 | ; 3 
| 41 Rooms at................. 4.00 
38 Rooms at................. 5.00 SAS 
il Inter. | 


Every Member Get A Member, That’s Our Slogan 


ALLIS-CHALMERS 
a Attrition Mills 


CEREAL GRADING 
COMPANY 


GRAIN MERCHANTS 


Orders for corn, oats, rye, 
barley, milling or feed wheats 


. ° promptly filled. Try our re- 
Grind Any F eed cleaned 37 pound No. 3 white 
oats. They will please your 

WRITE FOR BULLETIN 1229 trade. 


Operating Elevator “‘L” 
MINNEAPOLIS, MINN. 


Allis-Chalmers Mfg. Co. 
MILWAUKEE, WIS. 


CHARCOAL 


q COD LIVER OIL 
Honesty DRIED BUTTERMILK 
EXCELLENT SERVICE PEARL GRIT 
RIGHT PRICES Bag Lots -- Ton Lots 
RELIABILITY 
INTEGRITY 
CusTOMERS SATISFIED NORTH MILWAUKEE 
KNOWN WORTH 
100% FOR THE DEALERS | a 
HERRICK FEED COMPANY, INC. A-( 
a1 WHOLESALE FEED SHIPPERS 
| HARVARD :-: ILLINOIS | p It F F 
7) PHONES 135 and 118 i! Ou ry ee S 


t+ <a || All A-C Feeds are made from 
+t When you handle ¢t ||| the best of Grain and Pro- 
++ ++ | tein Concentrates. 
Darling’s Meat A-C BABY CHICK FEED 
; Scraps, Tankage BABY CHICK MASH 
+t and Bone Meal ++ 
you are handling thebest A-C FGG PRODUCER 
the world produces--and A-C DEVELOPER 
it doesn’t cost you one A-C SCRATCH 
+t = kind. WRITE FOR SAMPLES 
veep Darling Company |) Wisconsin Milling 
+ & GRAIN CO. Union Stock Yards +t Company 
++ MILWAUKEE Chicago ++ MENOMONIE, WISCONSIN 
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S. O. LYNGEN has taken over the 
stock of Oscar Carlson’s fiour and feed 
store which has recently been closed. 


“PAUL F. FISCHER will represent 
the Northland Milling Co., Minneapo- 
lis, Minn. He has been selling flour 
in Michigan for a number of years. 


C. A. WARD will represent the 
Eagle Roller Mill Co., of New Ulm, 
Minn., in Illinois. 


CHARLES D. FREY, former sales 
manager of the Boston, Mass., office 
of the Washburn-Crosby Co., has suc- 


ceeded George M. Coss as manager. © 


ARTHUR H. PERKS, of East 
Durham, N. Y., has purchased the grist 
mill and business of Morris E. Lamb 
at New Egypt, N. J. 

M. HELFEL of Buffalo, N. Y., has 
purchased and is now operating the 
flour and feed mill of Howard Dams 
at Marilla, N. Y. 


C. C. DAVISON of Geneva, N. Y., 
has purchased machinery for a 500- 
barrel mill. This will replace his old 
mill, one of the oldest in the state, 


recently operated by the late S. Cour- 
sey. 


E. J. KOPPELKAM 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 183 


Member Chamber of Commerce 


usiness 
expands with 
Printed messages 
They are profitable 
ADTKE ORTSCH 
BROS. Co. 


Estasuisuep 1894 


PRINTERS 
LITHOGRAPHERS 
BINDERS 

344-346 MILWAUKEE STREET 


1076 Wisconsin” 


PxHone 
Broapway 


il 
Contains 


) YEAST FOAM 
OAT GROATS 
DRIED BUTTERMILK 
Corn Gluten Meal, Pure Wheat Bran, Ground 
Barley, Flour Middlings, Ground Corn, Oil 


| Meal, Scraps, Charcoal, Salt, Calcium Car- 
bonate, Bone Meal. 


PROTEIN ..... 20% 
PAT 
FIBER 6% 


Bigger Hatches--Better Chicks 


| DOUGHBOY LAYING ‘MASH 


More and Larger Eggs--Healthier Hens-- 


NEW RICHMOND ROLLER MILLS CO. 


| NEW RICHMOND, WISCONSIN 


Telephone 
Broadway 


4961 


For your FEED and 
GRAIN needs. 


Right Prices. 
Excellent Service. 


DONAHUE-STRATTON COMPANY 
MILWAUKEE 


Brokers for 
CLINTON CORN GLUTEN and 
CORN OIL CAKE MEAL 


Operating 


AT MILWAUKEE 
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MIXED CARS ARE OUR SPECIALTY 


C. & N. W. RAILWAY ELEVATORS 
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ap I. B. SWANSON CO. 
MILLFEED 


r Corn Exchange Minneapolis 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 
Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 


502 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“‘Stand by Stan’”’ 


Success. 


Consign Your Grain To 


We offer Two-Market Service 
Between Milwaukee and Chicago 


4 E. L. PHELPS & CO. 
MINNEAPOLIS, MINN. 

GRAIN—FEEDS 

Manufacturers of 


“Franklin”? Ground Flax Screenings 
**Dandy”’ Ground Grain Screenings 


Camel Wheat Feed 


“‘A Summer Seller’’ 
Phone: Geneva 2911 


EXCELSIOR MILLING CO. 


827 Flour Exchange 
MINNEAPOLIS, MINN. 


J. ERNEST McLAUGHLIN 
Certified Public (Wis.) 
McLAUGHLIN and COMPANY 


3 Audits—Costs—Systems 
1322 First Soo Line 


Minneapolis Minn. 
Grain and Milling Audits 


WRITE FOR QUOTATIONS 

Maney Brothers Mill& ElevatorCo. 

Mixed Cars Shipped Immediately 
GROUND FEED 

Sacked Grain—Mill Feed 

a° 1808-11 Minnehaha Ave. MINNEAPOLIS, MINN. 


ALBERT T. KEIPPER 

One of the most active men in the 
poultry industry is Albert T. Keipper, 
president and general manager of the 
Keipper Cooping Co., Milwaukee, with 
branch offices in Johnston, N. Y., and 
Kansas City, Mo. This year, as sec- 
retary of the Milwaukee Poultry and 
Pigeon Show, he was one of the main 
factors in making the show a large 
He has always been active in 
promoting the interests of the poultry 
industry and is always ready to lend 
his able hand to any worthwhile move- 
ment. 

Mr. Keipper is well known to many 
feed dealers throughout the country as 
the founder of the Keipper Cooping 
Co. Many of them handle his com- 
plete line of poultry supplies which in- 
cludes everything from coops to brood- 
ers. One of the latest brooders put 
on the market by Mr. Keipper is the 
Keipper Patented By-Pass Coal 
Brooder which has a two-way check 
damper. The brooder is unique in 
that it has a self control which main- 
tains an even temperature at all times. 


Pure Crushed Oyster Shell 


FOR POULTRY 


For Quality, Price and Service Ask 
Us for Delivered Price when in the 
market. CARLOTS ONLY. 


COONS BROKERAGE CoO. 


MILWAUKEE, WIS. 


Corno HyGrade Oat Feed 
Corno Feeding Oatmeal 
Corno Rolled Oats 


also Reground, Unground and Fine 
Ground Hulls 


Three Minute Cereals Co. 
Cedar Rapids, Iowa 


North American Seed Co. 
Wholesale 
Field and Grass Seed 


Reed and Florida Sts. 
MILWAUKEE, WISCONSIN 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 
CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


The easiest way to uniformly 

feed Cod Liver Oil and Yeast 

to Poultry is through the New 

Product called LAY-EGG. 
Write For Proposition 


THE LAY-EGG COMPANY 
MILWAUKEE, WIS. 


GET OUR PRICES ON 


ALFALFA 


NORTHERN HAY & FEED CO. 
CORN EXCHANGE, - MINNEAPOLIS, MINN. 


Minnesota Feed Company 
Feed, Grain, Screenings 
Write for Prices 
MINNEAPOLIS, MINN. 


GRAIN FUTURES Bute! 


Private Long Distance Phone 
Office and Exchange Floor 
Broadway 1738 


B. J. ASTON, INC. 


No. 9 Chamber of Commerce, MILWAUKEE 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Mothers Best Flour 


BAGS BURLAP“ OR COTTON BAGS 


Beh Sellers and Buyers of 
we BAGS OF ALL KINDS 


NATIONAL BAG MFG. CO. 
i 725-729 Washington Ave. S., 
MINNEAPOLIS, MINN. 


DAIRY ALFALFA HAY 
FOR SALE 


Write or wire for delivered prices. 
Grades and weights guaranteed. 
ALBERT MILLER & CO. 
192 NO. CLARK ST., CHICAGO, ILL. 


LINSEED MEAL 
CARLOTS 


Linseed By-Products Co. 


34 CHAMBER OF COMMERCE 
MINNEAPOLIS, MINN. 


Mailing 


Will increase sales 


vals, 
99% Guaranteed 


ROSs-Goutaco St Louis 


Storage 


Excellent Feed Storage Facilities. 


ASK US FOR OUR LOW STORAGE RATES. 


Negotiable Warehouse Receipts Issued. 


Storage 
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Prairie Queen Flour 
Is Good Flour 


Let us show you Wisconsin 
dealers who say, ‘“‘If we can 
get a customer to buy one bag 
of Prairie Queen he'll come 
back to buy a barrel.” 


SCOTT LOGAN MILLING CO. 


SHELDON, IOWA 


FEEDER’S 


Pulverized Flax and 
Grain Screenings 


15% PROTEIN 
8% FAT 


About $10 per ton under Bran 


M. G. RANKIN & CO. 


Chamber of Commerce 
MILWAUKEE -- WISCONSIN 


000000 000000000000000000000000 


O00 oo 
00 00 
Bo 
oo pence are True Flax Screenings, 15 
Bo 15% Protein and 8% Fat—exception- Hs 
ally well and finely ground—oily— 
oo sweet—packed in new printed burlap 55 
aie bags. Let us send you samples. Be 
Bo 
a Ro yal Grain Screenings have prac- 56 
Ms tically the same analysis and are equal 433 
ais to other flax and grain screenings on [2 
oO 
a the market. Royal sell at $4.00 per 55 
ton less than Spence. 
OO 
oO 
oO oo 
LABUDDE FEED & GRAIN Co. 
MILWAUKEE «WISCONSIN 
00 
oo 
Distributors for 
oo oO 
at Darling’s Meat Scraps, Pearl Grit and that choice a 
Cream of Corn Gluten. 


F, J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


DVERTISING 
PENCILS 


OF EVERY 
DESCRIPTION 
High 
18 Let Us 
Quote 
Low and Submit 
i Samples 


U. §. PENCIL CO, mc. 


487 BROADWAY, NEW YORK, N. Y- 


The Aristocrat of Feeds 


yOSEPH’> 


100 LBS. NET 


MIXED FEED 
EENINGS 


MANUFACTURED FOR 
LS. 


JOSEPH CO. Inc. 


MINNEAPOLIS 
INN.US 
TEED 0% 
Fi 
hheredients: ran wilh 


I. S. JOSEPH CO., Inc. 


Minneapolis, Minnesota 


@ Wehandle all kinds 
of feed and offer the 
best possible service to 
the retail feed dealer. 
Write for our quota- 
tions and let us keep 
you posted on the 
Minneapolis market. 
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Che feed Bag 


“The Dealers’ Paper* 


Vol. 3. No. 1. 


JANUARY, 1927 


DAVID KNOX STEENBERGH 


Managing Editor 


date of issue. 


Published the first week of every month at 
Milwaukee for retail feed, flour, grain, coal and 
allied products dealers. The only strictly retail 
dealer publication in the field. 
price—$2.00 per year. 

Changes in advertising copy may be sub- 
mitted up to the 15th of the month preceding 

Last closing date, the 25th. 
For advertising rates, etc., address The Feed 
Bag, 86 Michigan street, Milwaukee. 

The Feed Bag is official publication of the 
Central Retail Feed Association and circulates 
monthly to practically 
feed and allied products dealer in the East and 
Central Northwest including all members of the 
Eastern Federation of Feed Merchants. 


Subscription 


responsible retail 


Copyright, 1927, Editoral Service Co., Inc. 


LINSEED 
MEAL 


We want to quote 
every carload buyer 
of Linseed Meal in 
the territory served 
by Minneapolis and 
Superior Mills. We 
always have Lin- 
seed Meal to offer. 
Send us a post card 
today and we will 
wire quotations to- 
morrow. If you 
don’t know us, look 
us up. We have 
meal for quick ship- 
ment now. 


STUHR - SEIDL 


COMPANY 


Chamber of Commerce 


MINNEAPOLIS 


We Make 


SPENCE FLAX SCREENINGS 


LaBudde Sells 


Ghe 
FRANKE GRAIN CO. 


Established 1892 


QO 


oO 


GRAIN AND FEED as 


MILWAUKEE, 


OO 


Doooooo 
ooo00000 


- WISCONSIN 


000 O0000G 


Announcement. 


MR. HERMANN DEUTSCH 
has again joined this firm and its per- 
sonnel is on the same basis as prior to 
January |, 1926, with Mr. Deutsch in 
charge of the feed department, Mr. 
O. R. Sickert in charge of the grain 
department and Mr. B. J. Krieg in 
charge of the hay department. — — 


Deutsch Sickert 


Company 


‘FEED OF ALL KINDS 
GRAIN and HAY 
ALFALFA HAY, a specialty 
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400-402 Chamber of Commerce 
MILWAUKEE, WISCONSIN 


Representatives of 
A. E. STALEY MFG. CO. 
Corn Gluten Feed 


oo 
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PRODUCTS 


DAIRY FEED 
STOCK FEED 
HORSE FEED 

HOG FEED 
CHICK FEED 
DEVELOPER FEED 

SCRATCH FEED 

POULTRY MASH 


EGG MASH 


PROTEIN 

FATA Y. FIBRE 8% 
CARBOMYDRATES 65% 

JEN 

in 
CANCREANO 


LADISH MILLING CC 
MILWAUKEE, 


rey erick Aid oe Al we 
q 
Pe 


Your child—every man s 
child—is entitled to this 
same wholesome, sus- 
taining food. King Midas 
Flour is nch in nutr- 
ment—a fine builder of 
youthful brain and mus- 
cle. Money cannot buy 
better. To use it 1s true 
economy and health in- 
surance. 


FLOUR 


‘THE HIGHEST PRICED FLOUR IN AMERICA 
AND WORTH ALL IT COSTS" 


MIIDAS 


MINNEAPOLIS, MINN. 


| | 


